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Over  60  per  cent  of  community 
pharmacists  would  recommend 
pharmacy  as  a  career,  a  figure 
which  belies  the  often  pessimistic 
views  aired  on  the  profession's  future. 

The  figure  comes  from  the  National 
Pharmaceutical  Association's  attitudinal  survey 
carried  out  for  the  Nuffield  Inguiry.  The  results 
throw  up  some  interesting,  and  in  the  mam, 
positive  opinions  on  what  community 
pharmacists  think  of,  and  want  from,  their 
profession. 

It  is  surprising  to  find  the  NPA  claiming  it 
could  not  find  any  such  objective  research  to 
back  up  its  submission.  And  of  course  the 
survey  was  conducted  before  the  limited  list 
and  the  new  contract  moved  centre  stage. 

The  last  guestion  on  the  survey  form  asked 
respondents  for  brief  statements  on  any 
strongly  held  views  about  pharmacy. 
Leapfrogging  and/or  rational  distribution  were 
the  topics  most  often  mentioned  —  further 
endorsement  of  PSNC's  efforts  to  get  the 
principle  onto  the  Statute  Book.  But  the  second 
most  freguently  raised  point  was  dissatisfaction 
over  the  way  the  Pharmaceutical  Society 
handles  the  profession's  affairs. 

This  is  the  opinion  of  the  silent  majority,  not 
the  vociferous  few  whose  opinions  regularly 
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colour  the  pharmaceutical  Press.  And  with  462 
respondents  answering  that  particular,  and 
very  open-ended  question,  it  represents  an 
unhappy  state  of  affairs. 

The  majority  of  pharmacies  —  88  per  cent 
—  normally  have  only  one  pharmacist  on  duty 
at  any  one  time.  This  doesn't  mean  there  is  only 
one  pharmacist  on  the  premises,  but  that  time 
must  be  short  during  busy  periods  for  spending 
adequate  time  advising  and  counselling 
patients,  roles  perceived  to  be  the  most 
important  after  the  supervision  of  dispensing.  It 
is  also  an  indication  of  the  need  for  a  second 
pharmacist  allowance,  to  encourage  greater 
pharmaceutical  support  on  the  shop  floor  when 
it  is  required. 

Surprisingly  large  numbers  support  the 
concept  of  a  category  of  P  medicines  which 
may  not  be  advertised  direct  to  the  consumer. 
This  chestnut  has  been  much  debated,  but  the 
responsible  approach  taken  by  manufacturers 
has  done  much  to  allay  fears. 

Over  half  of  pharmacists  feel  a  system  of 
periodic  postgraduate  assessment  would  help 
maintain  professional  standards.  Will  the 
Society  go  some  way  to  redeeming 
itself  in  the  eyes  of  its  members  by 
introducing  what  will  be  an 
undoubtedly  unpopular  measure? 
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Optimistic  note  in 
NPA's  attitude  survey 

Two  thirds  of  community  pharmacists  are  satisfied  with  their 
choice  of  career.  A  similar  proportion  are  prepared  to  take  on 
further  professional  duties,  and  a  surprisingly  high  53  per  cent 
feel  that  compulsory  periodic  assessment  would  help 
maintain  professional  standards. 


This  information  comes  from  the  results 
of  an  attitudinal  survey  carried  out  by  the 
National  Pharmaceutical  Association,  in 
conjunction  with  Boots  and  the  Co-op,  to 
support  its  evidence  to  the  Nuffield 
Inquiry. 

With  the  ageing  of  the  profession,  just 
over  50  per  cent  of  pharmacists  now  hold 
university  degrees.  Only  a  small  number 
(5.6  per  cent)  felt  it  was  where  they  had 
acquired  most  of  their  expertise, 
experience  being  quoted  by  most  (86  per 
cent). 

Of  the  single  shop  businesses,  61  per 
cent  of  those  surveyed  were  owned  by  a 
sole  proprietor.  Among  NPA  members  92 
per  cent  of  pharmacies  are  run  by  a  single 
pharmacist,  although  62  per  cent  employ 
dispensing  assistants.  However,  only  20 
per  cent  of  these  were  certified 
technicians,  the  NPA  notes  (the  figure 
rises  to  27.6  if  Boots  and  the  Co-op  are 
included),  indicating  the  need  for  a 
meaningful  course  for  retail  employees. 

Counting  tablets  and  labelling 
prescriptions  is  considered  very  important 
or  important  by  74  per  cent  of  pharmacists 
in  the  survey,  leading  to  the  NPA 
comment:  "There  are  encouraging  signs 
that  members  are  responding  to  NPA 
suggestions  that  the  traditional  art  of 
dispensing  is  less  important  than  the 
supervisory  and  counselling  role,  but 
there  is  clearly  room  for  further 
education." 

Pharmacists  in  the  older  age  groups 
consider  this  aspect  important  —  only  33.6 
per  cent  of  those  aged  20-30  considered  it 
very  important  compared  to  59.7  per  cent 
in  the  61-70  group.  Older  pharmacists 
spend  more  time  talking  to  patients  than 
their  younger  colleagues,  although  there 
is  no  pronounced  trend. 

Additional  responsibilities  definitely 
get  less  attractive  for  older  pharmacists, 
with  only  38.7  per  cent  prepared  to  take  on 
further  professional  duties  in  the  61-70  age 
group,  compared  to  73.2  in  the  20-30 
group. 

The  reasons  given  for  not  wanting  extra 
responsibility  give  cause  for  concern,  says 
the  NPA,  with  the  answers  "Do  not  have  the 


time"  and  "Will  probably  not  be  paid" 
being  the  most  common  reasons  in  all  age 
groups.  The  replies  indicated  a  need  for 
changed  attitudes  to  the  role  of  the 
pharmacist,  the  NPA  comments. 

Older  pharmacists  are  also  less 
prepared  to  undertake  further  education 
—  52  per  cent  in  the  51-60  age  group 
compared  to  84  per  cent  in  the  20-30 
group. 

Pharmacists'  views  on  their  profession 
are  fixed  fairly  early  in  their  careers  — 
likewise  attitudes  to  their  role  are  not 
greatly  affected  by  age,  the  study  shows. 

A  high  proportion  —  83.23  per  cent  — 
agreed  there  should  be  a  category  of  P 
medicines  which  may  not  be  advertised 
direct  to  consumers.  Pharmacy  is  a  career 
which  62  per  cent  of  pharmacists  would 
recommend  to  a  young  person. 

Boots  and  the  Co-op  asked  a  one  in  ten 
sample  of  employee  pharmacists  to 
complete  the  questionnaire.  It  was  sent  to 
968  NPA  members  and  replies  were 
received  from  634.  For  a  cold  canvas  with 
a  lengthy  questionnaire,  it  was  a  pretty 
good  response,  says  NPA  director  Tim 
Astill.  The  views  of  NPA  members  and 
pharmacists  employed  by  the  big  multiples 
showed  little  divergence. 

The  reason  for  initiating  the  survey  was 
the  lack  of  objective  research  on  what 
pharmacists  thought  about  pharmacy,  its 
organisation  and  administration, 
education,  career  prospects  and  so  on. 
The  work  was  not  commissioned  by  the 
Nuffield  Foundation. 
Pharmacists  attitudinal  survey:  The 
results  (all  figures  expressed  as 
percentages) 


The  sample:  — 

Questionnaires: 
Issued  Returned 

1,068  708    (66.29  per  cent) 

Male  respondents  Female  Unknown 

65.37  13.73  20.88 

Age  20-30  31-40  41-50  51-60  61-70  71  + 
19.94  24.50  27.77   17.09    8.88  1.85 
Years  in  community  pharmacy: 

Less  than    1      1-2      3-5     6-15   Over  15 
1.58    3.17   13.40  25.64  56.19 


Attitudes:- 

Academic  pharmacy  qualiiication: 

Degree  MPS  FPS 

53.65  43.61  2.72 

Satisfaction  about  choice  of  pharmacy  as  a 
career: 

Extremely  satisfied  17.43 

Satisfied  51.00 

No  strong  feelings  1 3 . 40 

Dissatisfied  14.55 

Extremely  dissatisfied  3.60 

Pharmacy  was  first  choice  of  career  for  71 .34 

per  cent,  the  reason  being: 

Parent  was  a  pharmacist  13.48  ] 

Thought  it  would  be  well  paid  26.35 
Thought  it  would  be  interesting  68.81 
Thought  it  would  suit  personality  24.74  I 

Like  meeting  people  27.36 
Like  helping  people  39.23 
Wanted  to  have  own  business  2 1 . 32  | 

Liked  prospect  of  combining  a 

business  and  profession  38.43  1 

Other  14.68  I 

Importance  of  pharmacist's  functions: 

Very  I 
Important  Important  Imr.|| 

Advice  on  treatment  of 

minor  ailments  57.51  39.19 

Supervising  dispensing         83.83  14.44 
Warning  patients  about 

possible  side-effects  55.93       37.05  il 

Explaining  dosages  of  POMs    36.76       46.78  ll 

General  advice  on 

preventative  medicine  : 
and  health  education  29.89       51.93  ]| 

Offering  non-medicinal 

goods  and  services  5.29        21.88  rM 

Advising  on  OTCs  48.64  45.49 

Dispensing  prescriptions 

(counting  and  labelling)       39.77        33.78  t 
How  often  do  pharmacists  speak  to 
prescription  patients: 

Every  time  32.27 
When  the  time  is  available  27 . 68 

Only  when  the  dose  or  storage  requirement 
needs  explaining  24.68 
Only  when  the  patient  asks  0.63 
When  there  is  a  need  to  warn  14 . 24 

Seldom  0.47 
64.49  per  cent  of  pharmacists  would  be 
prepared  to  take  on  further  professional 


The  business:- 


Total  annual  turnover: 

Below  £100,000 
£100,001 -£250,000 
£250,001 -£500,000 
Over  £500,000 
Prescriptions  per  month: 
0-2,300 
2,301-4,600 
4,601  and  over 


10.0 
55.21 
24.05 
10.72 


45.78 
39.90 
14.30 


Single  shop  businesses:  55.44  per  cent 
90.27  per  cent  of  respondents  in  this  group 
were  "owners"  (proprietor/shareholder/partner) 
9.73  per  cent  were  managers 
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•esponsibilities  and  duties  —  35.5  per  cent 
:ould  not  because: 

do  not  have  the  time  52.06 

will  probably  not  be  paid  for  doing  so  40.49 
already  have  enough  professional 

-esponsibilities  46.28 

qualified  too  long  ago  19.83 

lack  sufficient  knowledge  12.80 

44.74  of  pharmacists  have  undertaken 
post-graduation  studies.  Of  the  55.25  per 
;ent  who  have  not  69.89  per  cent  would  be 
prepared  to  do  so. 
The  most  appropriate  format  for 
continuing  pharmaceutical  education  is 


seen  as: 

Distance' learning  39.55 

Evening  courses  30.14 

Weekend  courses  23.52 

Longer  residential  courses  22.64 


[Assuming  reimbursement  of  locum  and  other 
aut-of-pocket  expenses  where  necessary) 
Continuing  education  should  be  organised 


by: 

Pharmaceutical  Society  23.80 

NHS/Government  6.96 

MPA  12.62 

College  of  Pharmacy  Practice  8 . 70 

Schools  of  Pharmacy  19.15 


Doesn't  matter  as  long  as  it  is  done  well    64 . 87 
53.41  per  cent  of  pharmacists  felt  a  system 
}f  compulsory  periodic  postgraduate 
assessment  would  help  maintain 
professional  standards. 

Pharmacists  thought  the  following  should 


be  P  rather  than  POM: 

Amphotericin  (Fungilin)  42.32 

Chloramphenicol  64.41 

Dihydrocodeine  Tartrate  (DF1 18)  16.02 

Hydrocortisone  (Topical)  71.83 

Metronidazole  (Flagyl)  35.41 

Oxytetracycline  39.79 

Penicillin  V  46.20 


Pharmacist's  saw  their  role  being 
extended  to  include: 

Keeping  patient  medication  records  48.96 

Repeat  prescribing  42.92 
Diagnostic  testing  (eg.  BP  measurement)  38.47 

Domiciliary  pharmaceutical  services  42.44 

Health  education  62.48 

Family  planning  advice  50.07 


multiple  shop  business  44.55  per  cent: 
:shops     3-5       6-10      11-20     20  + 
2.17       23.35     10.85      7.23  36.51 
B.85  per  cent  of  respondents  in  this  group  were 
lanagers 

1.15  per  cent  were  owners 
>roprietor/shareholder/partner) 
hormacists  normally  on  duty  in  a 
harmacy  at  any  one  time: 

i  1  2  3 

B.52  9.03  1.43 

4.46  per  cent  of  businesses  employ  a 

ispensing  technician  or  assistant 

38 . 1 6  per  cent  of  these  part  time) 

7.57  per  cent  have  a  certificate  —  72.42  per 

snt  do  not 


Decision  time  on 
the  contract? 

The  Pharmaceutical  Services 
Negotiating  Committee  and  the 
Council  of  the  Pharmaceutical 
Society  were  meeting  this  week  to 
discuss  the  draft  guidelines  and  the 
official  Regulations  of  the  official 
contract. 

PSNC  was  to  meet  on  Wednesday  to 
approve  the  guidelines  and  a  special 
meeting  of  Council  has  been  called  for 
Thursday.  The  new  draft  follows  the  tri- 
partite meeting  between  the  PSGB,  PSNC 
and  the  DHSS  on  July  11. 

A  press  conference  called  by  PSNC  for 
Thursday  was  cancelled  after 
Wednesday's  PSNC  meeting,  fuelling 
speculation  that  the  Committee  had  not  yet 

PSGB  pushes  for 
employee  on  PPSCs 

The  Council  of  the  Pharmaceutical 
Society  wants  an  employee 
pharmacist  to  be  a  member  of  the 
pharmacy  practice  subcommittee 
appointed  by  a  Family  Practitioner 
Committee  to  decide  on  new 
contract  applications. 

The  Council  says  that  this  would 
ensure  a  balanced  representation  from  the 
profession.  It  fully  accepts  the  need  for 
appropriate  public  accountability  in  the 
admission  of  applicants  and  thus  the  need 
for  persons  other  than  pharmacists  to  be 
involved. 

The  Council  remains  concerned  about 
the  two  groups  affected  by  the  proposals, 
namely  those  not  in  contract  who  may  wish 
to  enter  in  the  future,  and  those  in  contract 
who  are  disadvantaged  by  the  scheme  — 
especially  those  who  may  wish  to  remain  in 
the  contract.  The  Council  is  particularly 


reached  a  decision  on  the  guidelines. 

Any  comments  arising  from  the 
meetings  this  week  were  to  be  submitted  to 
the  DHSS  by  Friday.  If  the  parties  are  in 
agreement,  the  proposals  will  go  Family 
Practitioner  Committee  interests  before 
they  are  laid  before  Parliament.  The 
amending  Regulations  are  expected  to  be 
laid  before  the  recess  on  July  26. 

According  to  the  rules,  amending 
Regulations  may  be  enacted  without  a 
debate  in  the  House.  After  they  have  been 
laid,  MPs  who  oppose  them  have  40 
working  days  to  "pray"  against  them  —  if 
enough  do  there  has  to  be  a  debate. 
■  The  Pharmaceutical  Contractors 
Committee  in  Northern  Ireland  has  so  far 
not  received  a  new  contract  package  from 
the  NI  DHSS.  Chairman  Mr  J. P.  Beagon 
already  has  gone  on  record  saying  the 
PCC  is  not  committed  to  accepting  a 
package  based  on  either  the  England  and 
Wales  or  the  Scottish  contract. 


concerned  about  the  possible  effect  on 
younger  members  of  the  profession. 

In  a  statement  issued  this  week,  the 
Council  said  that,  while  accepting  the 
negotiating  role  of  the  PSNC,  it 
recognised  the  fundamental  implications 
of  the  new  contract  for  the  profession  as  a 
whole.  Council  endorsed  the  principle  of 
rational  location  involved,  but  they 
debated  the  cost  of  the  proposals. 

Without  a  contract,  a  pharmacy  will 
not  be  in  a  position  to  offer  a  full 
pharmaceutical  service.  A  consideration 
of  the  needs  of  the  public  only  in  relation 
to  the  dispensing  of  NHS  prescriptions 
denies  the  advantages  that  accrue  to  the 
public  of  the  full  range  of  pharmaceutical 
expertise  and  service. 

The  Council  said  that  as  entry  to  the 
contract  is  to  be  controlled,  it  is  important 
that  standards  are  maintained. 

The  Council  statement  applies  to 
England  and  Wales  only.  Dr  J.  Chilton, 
secretary  to  the  Scottish  Executive,  said  he 
was  expecting  daily  a  draft  from  the 
Scottish  Home  and  Health  Department. 
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A  little  tippling  is  the  Colonel's  tip  for  a 
long  and  healthy  life  —  and  he  should 
know.  Lt  Colonel  Ogilvie  Bennett  recently 
celebrated  his  100th  birthday  with  a  glass 
of  his  recommended  refreshment, 
Sanatogen  tonic  wine.  The  Colonel,  who 
formerly  commanded  the  Khyber  Rifles 
and  retired  from  the  Indian  Army  in  1933, 
enjoys  a  glass  of  Sanatogen  twice  daily, 
and  has  touched  no  other  alcohol  for  20 
years.  Whiteways  South  West  regional 
manager  John  Duffield  presented  the 
Colonel  with  a  case  of  the  tonic  wine  as  a 
gesture  of  congratulations  on  his  first  100 
years 


CCA  still  not 
impressed  with 
guidelines 

The  Company  Chemists  Association 
was  "not  at  all  impressed"  with  the 
draft  guidelines,  when  it  discussed 
them  on  July  12,  and  have  written  to 
the  Pharmaceutical  Services 
Negotiating  Committee. 

"Our  chief  objection  is  to  the  rigid 
sticking  to  VNHS  pharmaceutical  services' 
being  the  only  consideration  in  granting  a 
contract,"  Donald  Craig,  secretary  to  the 
CCA  told  C&D.  "If  you  are  looking  at  an 
area,  it  is  essential  to  look  at  all  the  services 
on  offer  rather  than  just  the  NHS 
dispensing  service. 

"We  were  not  impressed  with  the 
guidelines  in  terms  of  shopping  centres. 
They  seem  not  to  take  account  of  the 
changes  that  are  occurring  in  shopping 
patterns  generally,"  said  Mr  Craig*!  He  said 

PAC  plan  mail 
shot  to  chemists 

Pharmacists  Against  the  Contract 
are  planning  a  direct  mail  shot  to 
over  6.000  pharmacists  across  the 
country  within  the  next  ten  days. 

The  letter  will  introduce  the  members 
of  the  Committee,  explain  what  PAC  had 
achieved  so  far,  and  how  they  were  going 
to  proceed. 

The  group's  publicist,  Mr  Joey  Martyn- 
Martin,  said  PAC  were  getting  support 
from  a  number  of  MPs  from  all  parties, 
including  Renee  Short,  chairman  of  the 


Private  script 
prices  vary,.. 

In  a  limited  study  of  private 
prescription  pricing,  London-based 
pharmaceutical  marketing 
consultants  OMA  have  revealed  a 
substantial  variation  between 
prices  charged  by  pharmacies  in 
London  and  everywhere  else. 

A  total  of  16  pharmacies  in  five 
locations  were  presented  with  a  private 
prescription  for  100  Ativan  tablets.  Prices 
charges  varied  from  £2.86  in  suburban 
Newcastle  to  £4.20  in  London.  Using  the 
Pharmaceutical  Society's  guidelines,  a 
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that  the  guidelines  contradicted  a 
statement  made  only  last  week  by 
Environment  Minister  Patrick  Jenkin,  in 
which  he  said  the  Government  was  keen 
that  retailers  should  grow  and  expand  the 
way  customers  wanted  them  to. 

"We  are  also  very  disappointed  with  the 
appeals  procedure,"  said  Mr  Craig.  "We 
are  not  at  all  happy  that  it  should  be 
restricted  to  such  a  regional  level.  There 
should  be  a  national  appeal,  possibly  to 
the  Secretary  of  State."  He  said  that  the 
Basic  Practice  Allowance  appeals 
procedure  had  shown  local  decisions  up. 
"Over  the  past  12  months  or  so  60  per  cent 
of  them  have  been  upheld." 

The  CCA  also  dislikes  the  amount  of 
flexibility  the  guidelines  give  the  Family 
Practitioner  Committees.  "How  can  you 
plan  ahead  on  a  national  scale  if  you  have 
98  FPCs  all  doing  their  own  thing?"  says 
Mr  Craig. 

"The  only  other  general  observation  I 
have  to  make  is  our  annoyance  at  the  way 
this  whole  thing  is  being  rushed,"  he  said. 
"There  is  not  even  going  to  be  an 
opportunity  for  Parliament  to  look  at  it." 


Commons  Social  Services  Committee,  and 
Frank  Dobson,  Shadow  Health  Minister. 
PAC  had  also  entered  into  private 
communication  with  Ministers. 

Mr  Martyn-Martin  said  that  for  the  time 
being,  PAC  were  concentrating  on  their 
recruitment  drive. 

Meetings  were  being  held  this  week  in 
Cardiff  and  Leicester  and  by  the  end  of  the 
week  they  hoped  to  have  others  arranged 
in  Manchester,  Birmingham,  Liverpool 
and  Newcastle. 

"It's  alright  for  me  to  represent  400  to 
500  shops  but  it  would  be  better  if  we  had 
5,000  members,"  said  Mr  Martyn-Martin. 
"I  want  members  because  that  represents 
power." 


dispensing  price  of  £3.23  is  obtained. 

The  seven  Boots  branches  in  the  study 
consistently  charged  less  than  the 
"recommended  price"  —  five  charged 
£3.03  and  two  £2.96.  Boots  told  C&D  that  it 
is  their  intention  to  bring  their  prices  into 
line  with  those  recommended  by  the 
Society.  They  had  been  in  line  until  April 
and  it  was  just  an  administrative  delay  that 
prevented  them  getting  into  line  again. 

Only  three  pharmacies  charged  more 
than  the  "recommended  price"  —  all  of 
them  were  in  London.  OMA  conclude  that 
in  London,  a  patient  would  be  well  advised 
to  take  his  or  her  private  prescription  to 
Boots. 

From  the  survey,  a  saving  of  over  £1 
could  result. 


Split  views  on  list 
extension 

There  was  divided  opinion  at  the 
Pharmaceutical  Club  last  week  on 
whether  the  limited  list  would  be 
extended. 

The  Alliance  would  be  tougher  then 
either  a  Labour  or  Conservative 
government,  warned  former  Health 
Minister  Sii  Gerard  Vaughan.  "The 
purpose  of  the  list  was  to  establish  the 
principle  of  stopping  open  ended  budgets. 
That  is  why  Ministers  are  not  worried  about 
the  amount  that  is  saved,"  he  said.  "If  the 
climate  is  right  you  will  see  an  extension 
later  on." 

Dr  P.  Brown,  editor  of  Scrip  felt  the  list 
would  not  be  extended.  "I  don't  think  the 
Government  is  particularly  interested  in 
the  impact  of  the  list.  It's  just  another  way 
of  keeping  costs  down." 

Both  agreed  the  UK  was  still  a  good 
place  for  pharmaceutical  investment, 
although  Dr  Vaughan  said  there  would  be 
further  DHSS  interference  and  control 
over  medical  advertising. 


The  British  Medical  Association  hopes  to 
set  up  a  national  independent  committee 
to  give  guidance  on  research  ranging 
from  trials  to  tests  of  techniques  and 
treatment.  It  is  hoped  the  committee  would 
be  free  standing,  independent  of  the  BMA 
and  other  bodies  and  have  lay 
represenation.  The  committee  could  also 
look  at  payment  for  taking  part  in  trials  for 
both  doctors  and  patients. 
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List  review 
panel  gets  two 
pharmacists 

Two  pharmacists  are  included  in  the 
committee  which  will  review  the 
limited  list  and  keep  it  up  to  date. 

David  Coleman,  community 
pharmacist  from  Norwich  and  Dr  David 
Ganderton,  professor  of  pharmaceutics 
(designate),  Kings  College,  London,  are 
the  fifteen  man  committee,  Norman 
Fowler,  Social  Services  Secretary,  told  the 
Commons  last  Friday.  Mr  Coleman  is  also 
deputy  chairman  of  the  Pharmaceutical 
Services  Negotiating  Committee. 

The  chairman  is  Dr  Edmund  Harris, 
deputy  chief  medical  officer  Department 
of  Health. 

There  are  seven  hospital  consultants: 
Mr  Norman  Badham,  Professor  Alasdair 
Breckenridge,  Dr  Duncan  Colin  Jones, 
Professor  Malcolm  Hodkinson,  Professor 
Eric  Stroud,  Professor  Malcolm  Lader,  and 
Dr  James  Moore.  General  practitioners  are 
Dr  John  Callander,  Dr  Stuart  Came,  Dr 
John  Lynch  and  Dr  David  Smith.  Dentist 

AHDA  formed 
as  BDAM  goes 

The  Animal  Health  Distributors 
Association  UK  Ltd  is  a  newly 
formed  group  representing  the 
interests  of  animal  health  product 
distributors  in  the  UK.  It  becomes 
active  on  August  1 . 

The  independent  association  combines 
the  animal  health  activities  of  British 
Distributors  of  Animal  Medicines, 
Federation  of  Agricultural  Co-operatives 
and  United  Kingdom  Agricultural 
Supplies  Trade  Association. 

AHDA  hopes  to  cover  the  full  range  of 
animal  health  products,  not  just  packaged 
medicines  but  associated  equipment, 
dairy  disinfectants,  fly  sprays,  and 
packaged  food  additives.  However,  the 
feed  industry  will  continue  to  be 
represented  by  UKASTA  and  FAC. 
BDAM  will  be  wound  up  a  few  months 
after  the  September  end  of  its  financial 
year. 

As  well  as  representing  animal  health 
distributors  the  new  Association  hopes  to 
achieve  a  widening  of  the  PML  list  to 
include  things  in  everyday  use  such  as 
products  for  first  aid,  preventing  disease 
and  nutrition. 

A  submission  to  that  effect  has  already 
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Professor  Roderick  Cawson  completes  the 
team. 

The  committee  has  its  first  meeting  on 
July  23.  Mucolytics  will  be  among  the 
committee's  priorities,  Mr  Fowler  said. 

Health  Minister  Kenneth  Clarke  told 
the  Commons  on  Monday  that  the 
committee  will  be  free  to  reconsider,  at  any 
time,  the  need  for  any  scheduled  drugs, 
either  on  its  own  initiative  or  in  response  to 
representations  from  doctors  or  the 
pharmaceutical  industry.  As  a  result  of 
representations  the  committee  is  to  look  at 
Dimotapp  LA  tablets  at  an  early  stage,  Mr 
Clarke  added. 

Still  against  the  concept  of  a  limited  list 
of  NHS  medicines,  the  Association  of  the 
British  Pharmaceutical  Industry  says  the 
appeals  procedure  "represents  a  belated 
opportunity  for  a  number  of  wrongs  and 
injustices  to  be  put  right." 

The  Association  hopes  that  mucolytic 
agents  required  by  ENT  surgeons  will  be 
included  on  the  list  as  well  as  antacids 
containing  dimethicone  and  other  similar 
anti-foam  agents. 

There  are  likely  to  be  many 
representations  to  the  appeals  committee 
and  the  ABPI  hopes  they  are  resolved 
quickly  and  satisfactorily. 


been  made  to  the  Ministry  of  Agriculture. 

AHDA  hopes  to  attract  members  not 
only  from  the  three  groups  that  joined 
forces  to  form  it  but  also  from  other 
companies,  distributors  and  individuals. 
The  Association's  chief  executive  and 
secretary  Mr  Michael  Munro  hopes  AHDA 
will  have  twice  the  membership  of  BDAM 
and  the  animal  health  sectors  of  UKASTA 
and  FAC. 

Membership  fees  range  from  £100  to  a 
maximum  of  £500  and  are  based  on 
company  turnover. 

A  steering  committee  has  been 
appointed  to  act  as  the  AHDA  Council 
until  the  first  annual  meeting  and 
conference  in  Spring  1986,  when  elections 
will  take  place. 

Committee  members  are:  Mr  J.C. 
Alborough;  Mr  D.P.G.  Barbour;  Mr  G.T. 
Baxter;  Mr  R.R.  Cook;  Mr  M.H.F. 
Ellerton;  MrC.  Hall;  MrT.G.  Jeary;  Mr 
J.  W.  Miskelly  and  Mr  C.C.B.  Stevens.  Mr 
Terry  Baxter  is  chairman  —  he  was 
previously  chairman  of  BDAM  and  has 
been  managing  director  of  Central 
Woolgrowers  since  1979. 

Mr  Munro  has  given  up  his  post  as 
sales  director  at  Crown  Chemical  Co  to 
work  full  time  for  ADHA;  he  was  chief 
executive  and  secretary  of  BDAM. 

Details  from  Mr  Munro  at  111  High 
Street,  Tonbridge,  Kent  TN9 1DL  (tel: 
0732360355). 


UCA  improving 
communications 

The  Ulster  Chemists  Association 
will  be  allowed  to  retain  £10  per 
member  from  the  advertising 
element  of  subscriptions  to  the 
National  Pharmaceutical 
Association,  when  they  are  renewed 
in  October,  "to  improve  internal 
communications"  in  the  Province. 

The  UCA  feels  its  members  have  not 
necessarily  received  full  benefit  from  the 
"Ask  your  pharmacist"  campaign  carried 
in  the  national  Press,  because  papers 
popular  in  Great  Britain  are  not  so  well 
read  in  the  Province.  To  compensate  a 
limited  campaign  has  run  on  Ulster  TV  but 
this  will  not  be  continued  next  year.  UCA 
members  are  known  to  be  very  happy  with 
the  NPA's  POS  campaign  material. 

Part  of  the  £10  will  fund  a  bi-monthly 
newsletter.  The  first  issue  will  appear  in 
late  August  and  carry  information  from  the 
Pharmaceutical  Contractors  Association 
as  well  —  it  is  also  contributing  to  costs. 


DT  stoma  list 

A  list  of  approved  stoma  appliances 
has  now  been  forwarded  to 
contractors  as  part  of  the  latest 
amendments  to  the  Drug  Tariff 
(DTA/7). 

Products  not  included  in  the  list,  which 
becomes  operative  on  October  1 ,  will  not 
be  re-imbursable.  The  system  has  been 
operating  successfully  in  Scotland,  and 
replaces  that  by  which  English  and  Welsh 
contractors  are  paid  on  invoice  price. 

A  similar  list  of  approved  incontinence 
appliances  was  introduced  on  July  1. 


Bad  sunglasses 

ft.  top  ophthalmic  surgeon  has 
claimed  that  some  sunglasses  can 
be  bad  for  your  eyes. 

They  let  in  ultra  violet  light  thought  to 
contribute  to  the  ageing  process  in  the 
eyes,  according  to  research  done  by  Janet 
Silver  at  Moorfields  Eye  Hospital,  London. 

Miss  Silver  told  Radio  4,  on  Wednesay, 
that  she  had  tested  several  types  of 
sunglasses:  the  expensive  ones  (over  £50) 
tended  to  be  alright,  she  said.  Some  mid- 
range  priced  sunglasses  were  not  safe,  but 
a  67p  pair  from  a  major  chain  "did  well". 

The  Moorfields  team  are  reported  to 
want  a  health  warning  on  spectacles  that 
do  not  meet  their  proposed  standard. 
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TOPICAL  REFLECTIONS! 


by  Xroyser 


Numbers  up  by 
113  in  June 

The  number  of  premises  on  the 
Pharmaceutical  Society's  Register 
jumped  by  1 13  in  June  to  1 1,196.  Net 
openings  for  1985  now  total  90. 

Though  69  premises  were  restored  to  the 
Register  after  removal  for  non-payment  of 
fees,  the  number  of  new  openings  (54) 
could  be  the  start  of  a  rush  before  the  new 
contract,  with  its  control  of  entry 
provision,  comes  into  force. 

Net  openings  in  England  totalled  75, 
with  40  openings,  43  restorations  and  eight 
deletions.  Scotland  had  six  openings  and 
six  restorations  with  one  deletion.  Wales 
had  two  openings  and  London  six 
openings,  20  restorations  and  one  closure. 


Contraceptive  for 
1986  from  LRC? 


A  new  contraceptive  —  the 
intravaginal  ring  —  could  be 
available  in  Britain  by  the  end  of 
this  year,  according  to  the  Sunday 
Times. 

Tests  on  the  ring,  developed  by  LRC, 
have  proved  a  success  and  the  method  has 
proved  popular  with  women  in  the  trials  — 
over  60  per  cent  continued  with  the 
method  after  a  year.  It  contains  a 
progestogen  which  is  slowly  released  into 
the  vagina  where  it  alters  the  consistency 
of  the  mucus  preventing  the  passage  of 
sperm. 

The  ring  is  some  55mm  in  diameter  and 
is  squashed  flat  for  insertion.  It  is  placed  in 
the  vagina  behind  the  cervix  in  the 
posterior  fornix.  It  can  be  left  in  for  three 
to  four  months.  There  is  a  rapid  loss  of  the 
hormone  on  removal. 

It  is  claimed  not  to  increase  the 
possibility  of  infections  so  is  superior  to  the 
IUD,  which  it  resembles  for  convenience. 
LRC  have  some  5,500  months  of 
experience  with  the  device  so  far  and  the 
pregnancy  rate  is  just  over  3  per  cent, 
which  is  comparable  with  the  progestogen 
only  pill  and  the  IUD. 


Mr  J.K.  Patel,  superintendent  pharmacist 
of  Beauty-chem,  11  Great  Cambridge 
Road,  London  N17,  has  asked  us  to  point 
out  he  is  not  the  person  recently  found 
guilty  of  misconduct  by  the  Statutory 
Committee  (C&D  last  week,  p84). 
Meanhurst  Ltd,  the  company  involved  in 
the  case,  trade  as  G.F.  Porter  at  48  Great 
Cambridge  Road. 


Oxygenagence 

It's  just  a  new  word  I  have  coined  to 
indicate  the  emergence  of  a  new  class  of 
02  suppliers  needed  by  PSNC  to  act  as 
sub-agents  for  the  management  of  02 
concentrators.  It  seems  well  have  to  be 
quick,  since  PSNC  want  applications  in 
before  luly  22. 1  wouldn't  mind  providing 
this  service  but  would  want  to  know  what  is 
involved,  particularly  about  the  storage  of 
machines  not  in  use,  for,  like  most  of  you, 
my  space  is  limited  —  and  costly.  Rentals 
have  long  since  moved  into  the  realms  of 
tens  of  pounds  per  square  foot  per  annum, 
rather  than  that  lovely  old  notion  of  two  or 
three  hundred  pounds  a  year  for  a  fixed 
21-year  lease! 

Contract  trap 

Fascinating  to  read  last  week  of  the  DHSS 
proposals  regarding  the  new  basis  for 
dispensing  contracts,  or  at  least  their  views 
on  the  matter.  Item  3,  of  the  document 
regarding  membership  of  the  new 
pharmacy  practice  subcommittee  (PPSC) 
is  a  nice  piece  of  writing. 

It  says  membership  of  the  PPSC  should 
be  constituted  as  three  pharmacists 
(community)  or  contracting,  appointed  on 
nominations  from  the  Local 
Pharmaceutical  Committee.  Deputies  will 
also  be  appointed,  so  that  there  will  be  six 
pharmacist  nominees  in  effect,  chosen 
from  a  list  of  seven  names  put  forward  by 
theLPC.  So  far,  so  good.  Then... a 
chairman,  not  being  a  doctor,  or  a  dentist 
or  a  dispensing  optician  or  a  practising 
community  or  contracting  pharmacist,  ie 
being  a  lay  non-contracting  member  of  the 
public.  Agreed... Then,  three  persons,  not 
being  contracting  or  community 
pharmacists,  to  make  up  the  numbers  to 
seven  in  all,  to  be  appointed  by  the  FPC.  I 
don't  like  this  as  all.  If  you  had  a  vociferous 
and  well  organised  dispensing  doctor 
pressure  group  you  could  well  end  up  with 
three  of  them  on  committee  with  only  a  lay 
chairman  as  arbitrator  on  decisions  which 
could  be  quite  final. . . 

So  far  as  rational  location  is  concerned 
it  looks  as  though  Family  Practitioner 
Committees  are  going  to  have  to  view  the 
overall  distribution  at  present,  and  to 
project  future  positioning  in  the  light  of  the 
factors  like  doctors'  surgeries,  community 
centres  etc,  so  as  to  ensure  a  proper 
provision,  not  of  pharmacies,  but  of 
pharmaceutical  services.  With  the  growth 
of  some  cities  and  new  developments 
spilling  into  areas  formerly  thought  of  as 
rural,  I  can  see  some  pretty  arguments  as 
to  what  a  pharmaceutical  service  actually 
consists  of.  Interested  doctors  could  argue 


it  is  merely  the  provision  of  drugs  on 
prescriptions,  which  they  suggest  they  do 
rather  more  conveniently  than  we,  and  at  a 
lower  cost  to  the  exchequer. 

The  Pharmaceutical  Services 
Negotiating  Committee  had  better  look 
pretty  hard  at  this  aspect  of  definition  in  its 
negotiations.  We  contracting  pharmacists, 
individually  and  collectively  had  better 
double  or  treble  our  contributions  to  the 
National  Pharmaceutical  Association's 
publicity  programme  to  ensure  the  public 
are  in  no  doubt  about  the  wider  benefits  of 
having  qualified  pharmacists  available 
throughout  the  community.  Our  futures 
will  depend  on  how  well  lay  members  of 
the  public  who  serve  on  the  various 
committees  understand  and  appreciate  the 
value  of  pharmacists  and  the  difference 
between  them  and  the 
receptionist/unsupervised  dispensaries. 

Crookes  grow 

And  they  do.  My  sales  of  their  products 
have  increased  steadily,  and  to  be  honest  I 
am  happy  to  be  able  to  create  profits  from 
Boots'  prestige.  I  wish  they  would  open 
some  of  their  cosmetic  sales  to  a  wider 
pharmaceutical  market  as  well.  However, 
they  haven't  had  it  all  their  own  way.  I 
thought  that  having  taken  over  Optrex, 
whose  profitability  was  severely  dampened 
by  our  response  to  their  ruthless  marketing 
of  Pharmacin,  the  sales  directors  would 
have  allowed  pharmacists  a  decent  profit 
margin  on  their  Nurofen  from  the 
beginning,  instead  of  facing  the  threat  of 
total  non-co-operation  again  from  the 
retail  pharmacists  until  they  amended  it. 
Still,  they  seem  to  have  learned,  and  I 
support  their  product  range  right  across 
the  board,  so  long  as  their  reps  continue  to 
call.  Which  they  haven't  for  over  four 
months.  Don't  hold  a  Canderel  to  Searle? 


Displays 


Finally.  I  have  had  a  letter  from  the  firm 
about  whose  window  display  I  wrote  on 
lune  29. 1  said  then  I  would  not  wish  to 
lend  my  premises  or  good  name  to  the 
advertising  scheme,  because  my 
understanding  was  the  machine  was  pre- 
programmed to  advertise  products.  But  it 
appears  the  pharmacist  has  a  proper  veto 
over  material  to  be  placed  in  the  displays 
—  so  that  I  am  happy  to  withdraw  that 
objection.  It  seems  the  PSGB  itself  raised 
no  objections. 

I  still  think  we  are  being  used,  but  if  we 
have  some  control  over  the  programmes, 
and  the  return  is  adequate,  the  choice  is 
simply  what  image  we  want  to  present.  I 
might  even  be  tempted  myself... 
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British  mothers 
will  want  to  get 
more  familia 
this  summer... 


because  that's  when  our  advertising  campaign  for  familia  Swiss  Babyfood  breaks.  The 
advertisement  will  appear  together  with  a  free  sample  coupon  in  all  the  major  'Mummy' 
magazines  -  Mother,  Parents,  Maternity  &  Mothercraft,  Mother  &  Baby  and  Your  Baby  & 
Toddler .  It  will  run  from  August  for  one  year,  reaching  the  majority  of  mothers  with  children 
of  under  2  years  old. 

familia  Swiss  Babyfood  is  made  from  100%  natural  ingredients  -  right  in  line  with  today's  move 
towards  healthier  eating.  It  is  a  unique  muesli-type  cereal  containing  no  artificial  additives  and 
it  is  minimally  processed. 

The  new  variety,  'no  added  sugar',  relies  solely  on  the  sweetness  of  dates  and  bananas  to  give 
it  the  delicious  taste  babies  will  love,  and  the  natural  goodness  their  mothers  will  approve  of. 

When  more  and  more  mothers  come  into  your  store  and  want  to  get  familia  don't  disappoint 
them.  To  make  sure  you  have  adequate  stocks  of  this  special  Swiss  Babyfood  start  buying  in 
now.  familia  Swiss  Babyfood  -  Original  and  new  'no  added  sugar'  varieties  in  340  g  packets, 
12  to  a  case. 


naturally  the best! 


For  further  details,  please  contact  the 
Marketing  or  Sales  Director  at 
G.  Costa  &  Co  Ltd, 
Staffordshire  Street, 
London  SE15  5TL. 
Tel:  01-639  3456 


«  fomdifl 

»  Swiss  Baby  Cereal 

*      no  added  sugar 


c,'>is  ™i,»a"YP'0CMM 


Mixed  cereal 
with  *r4!**01" 

to  school  39e  .  1 

100%  Natural  I 

8-->°5 

Met  Wt.  12  0*34°  9 


A" 
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Amplex  add 
trio  for  men 


Ashe  Laboratories  are  launching  a  range 
of  men's  antiperspirant  deodorants  under 


the  Amplex  brand  name  in  response  to  the 
increased  male  toiletries  market. 

Comprising  aerosol,  stick  and  roll-on, 
the  range  is  aimed  at  the  16-34  year  old 
"professional"  man  and  has  a  fragrance  of 
French  origin.  The  products  are  packaged 
in  dark  green  containers  with  bronze  caps 
and  labels  featuring  the  Amplex  logo. 

The  aerosol  (150ml,  £1 . 19)  will  feature 
an  introductory  offer  of  £0.85  while  stocks 
last,  while  the  roll-on  (50ml,  £0.72) 
features  an  introductory  offer  of  £0.55. 

The  65g  antiperspirant  deodorant  stick 
with  aluminium  chlorhydrate  will  be  on 
offer  at  £1.25  (normal  rrp  £1.49).  All  three 
products  come  in  cases  of  12. 

Amplex  for  men  will  be  supported  by  a 
promotion  to  be  run  in  conjunction  with 
Suzuki  Jeeps  and  the  All  Wheel  Drive 
Club  of  Great  Britain.  Consumers  will  be 
given  the  chance  to  spend  a  day  mastering 
the  skills  of  cross  country  driving  and 
compete  for  their  own  Suzuki  Jeep.  Entry 
forms  will  be  available  at  POS  and  through 
a  door  drop  in  September.  Ashe 
Laboratories  Ltd,  Ashtree  Works, 
Kingston  Road,  Leaiherhead,  Surrey. 


Screen  tests  with 


Vantage 


Selected  Vantage  chemists  are  currently 
testing  the  latest  in  pharmaceutical  in- 
store  promotions. 

Chemists  are  being  asked  to  place  a 
video  recorder  and  monitor  in  their  store, 
which  plays  specially  produced  audio 
visual  advertising  material.  The  tapes, 
changed  monthly,  promote  Vantage  offers 
to  customers  while  they  wait  for 
prescriptions  or  purchase  goods,  say 
Vestric,  who  claim  to  be  the  first 
pharmaceutical  wholesaler  to  launch  the 
concept  for  their  retailing  members. 

Tests  will  be  complete  by  the  end  of 
August.  It  is  planned  to  launch  the  system 
through  100  Vantage  members  in 
September  with  new  style  monitor  video 
systems.  Vestric  are  also  considering 
offering  advertising  space  to  suppliers, 
and  the  production  of  product  education 
tapes  for  staff  training.  Vestric  Ltd,  West 
Lane,  Runcorn,  Cheshire  WA72PE. 


UNPARALLELED  QUALITY... 


NAME_ 
ADDRESS 


Wyeth  are  now  making  available  the  following 
major  products  from  their  range  of  generics: 

*  Lorazepam  tablets  Unrig  &  2.5mg 

*  Oxazepam  tablets  B.R  10mg  &  15mg 

*  Temazepam  capsules  10mg  &  20mg 

*  Aluminium  Hydroxide  Mixture  B.R  2  litre 

For  information,  prices  and  discounts  available 
phone  the  WYETH  "HOTLINE"  06286  4377  Ext  4345 
or  post  the  coupon  below. 


. . .  made  in  Britain  by  Wyeth 

. .  .the  backing  of  the  product  originator 

. .  .for  a  high  degree  of  patient  acceptance 


WYETH 


* 


GENERICS 


'Trade  Marks 
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Vaseline  gets 
lip  therapy 

Chesebrough  Pond's  have  launched 
Vaseline  lip  therapy. 

Packaged  in  a  lOg  tube  (£0.75),  the 
product  features  an  "easy  to  flow  glide-on" 
applicator  with  a  dome  top. 

It  is  available  in  a  counter  display 
prepack  and  single  carded  tube.  The 
display  prepack  contains  36  tubes  and  its 
full  colour  visual  is  designed  to  capitalise 
on  the  high  rate  of  impulse  purchase  in  the 
lip  protection  sector,  says  the  company. 
The  single  tube  pack  contains  one  lOg 
tube  "skin  packed"  to  a  backing  card  — 
and  is  available  in  a  merchandising  tray 
containing  12  tubes. 

"A  recent  study  indicated  that  40  per 
cent  of  people  who  use  a  product  on  their 
lips  use  Vaseline  petroleum  jelly  — 
making  lip  therapy  a  natural  extension  to 
the  original  products,"  say  Chesebrough- 
Pond'sLtd,  PO  Box  242,  Consort  House, 
Victoria  Street,  Windsor,  Berks  SLA  1EX. 


Now  there  are  3 

House  of  Sheldon  are  adding  beauty  and 
hair  care  ranges  to  their  existing  sun  tan 
collection. 

The  beauty  care  range  with  collagen  as 
the  main  ingredient  is  designed  for  all  skin 
types  and  comprises:  cleanser,  toner, 
moisturiser,  body  lotion,  eye  make-up 
remover  and  nail  and  hand  conditioner. 
All  come  in  200ml  bottles  to  retail  at  £2.25 
each  and  are  available  in  a  display 
containing  four  of  each  or  in  replacement 
packs  of  six  per  item. 

The  hair  care  range  consists  of  protein 
shampoo  (185ml,  £0.75),  available  in  two 
variants  for  normal  to  dry  hair  and  normal 
to  greasy  hair,  protein  conditioning  cream 
rinse  and  hair  styling  lotion  (185ml, 
£0.85),  suitable  for  all  hair  types. 

They  are  available  in  a  display 
containing  six  of  each  or  in  replacement 
packs  of  12  per  item.  House  of  Sheldon, 
Aim  Sales  &  Marketing  Ltd,  Foster  House, 
Maxwell  Road,  Borehamwood, 
Hertfordshire . 
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Familia  story 

An  advertising  campaign  for  Familia  Swiss 
babyfoods  will  run  in  the  mother  and  baby 
Press  from  August  for  one  year. 

Publications  include  Mother,  Parents, 
Maternity  &  Mothercraft,  Mother  &  Baby 
and  Your  Baby  &  Toddler,  reaching,  say 
Costa,  the  majority  of  mothers  with 
children  under  two  years  old.  G.  Costa  & 
Co  Ltd,  Staffordshire  Street,  London  SE15 
5TL. 

Kodak  have  no  less  than  seven 
photographic  exhibitions  coming  up  in 
London  over  the  next  few  months 
including  the  Royal  Photographic 
Society's  129th  exhibition  at  Hamilton's  art 
gallery  from  July  22  to  August  4.  Kodak 
Ltd,  Station  Road,  Hemel  Hempstead, 
Herts. 


ON  TV 
NEXT  WEEK 


GTVGramp.an  U  Ulster 

B  Border  G  Granada 

C  Central  A  Anglia 

CTV  Channel  Islands  TSW  South  We 

LWT  London  Weekend  TTVThamesTe 

C4  Channel  4  B(  TV-am 


STV  Scotland 

Central 

Y  Yorkshire 

HTV  Wales  &  We 

TVS  South 

TT  TvneTees 


Actifed: 
Aller-eze: 
Altacite  Plus: 
Anadin: 


All  areas  except  U 
All  areas 
C,A,HTV,C4 
U,BTV,Y,A,HTV,CTV,TSW, 


(ITV,C4  and  Bt  in  specified  regions) 
Askit  powders:  STV 
Beecham  Slazenger  sport  range:  All  areas 
Braun  Independent  curling  brush  and  tongs 

All  except  TSW 

Braun  men's  shavers: 
Bristol  Myers  Mum: 
Caladryl: 
Calgon: 

Perfect  Colour  cosmetics: 
Cidal: 


Clairol  Loving  Care: 

Cream  Silk: 

Cymalon: 

Jaap's  health  salts: 

Kenwood  Spring: 

Kodak  films: 


All  areas 
All  areas 
TVS 
A,TVS,TTV 
All  areas 
G,C,TTV,C4 
All  areas 
All  areas 
All  areas 
BTV,TTV,C4(TT,BTV) 
Bt 

All  areas 


Lady  Grecian:  GTV,STV,BTV,G,Y,C,A,HTV, 
TSW,TVS,LWT,TT,C4 
Linco  Beer  shampoo:  All  areas 

Listerine:  LWT,TTV,C4,(LWT,TTV  only) 

Mennen  Speedstick:  All  areas 

Migralift:  Y,C4(Y  only) 

Optrex:  All  areas 

Pearl  drops:  Bt,Y 
Photoplus  Labs:  Y 
Poly  Foam:  Bt 
Pond's  Dry  skincare  range: 

STV,G,C,A,TTV,TVS 


Sensodyne  toothpaste: 
Signal  toothpaste: 
Vaseline  petroleum  jelly: 
Velvet  toilet  tissue: 
Wisdom  toothbrushes: 


All  areas 
C,TTV 
Bt 

GTV,BTV,Y,TT 
All  areas 


STANDS 
FOR  PROFIT 


Lady  Jayne  have 
combined  its  innovative 
skills  of  developing  new 
products,  with  the  best  in 
point-of-sale  display  stands. 


Laughton  &  Sons  Ltd., 
Warstock  Road,  Birmingham. 


 I 


COUNTERPOINTS 


Duracell  — 
new  tests, 
new  ads 


Duracell's  rivals  have  long  claimed  the 
company's  continuous  testing  procedures 
unfairly  favour  their  own  batteries.  To 
answer  these  critiscisms,  Duracell  have 
produced  a  set  of  performance  figures 
based  on  intermittent  testing . 

The  company  has  also  repackaged  the 
smaller  torches  in  their  Durabeam  range, 
bringing  them  into  line  with  the  work 
torches.  New  packaging  and  television 
commercials  have  also  been  prepared. 

The  results  from  Duracell's  intermittent 
testing  show  the  company's  alkaline 
batteries  lasting  2Vz  times  longer  than 
their  zinc  chloride  counterparts,  and 
costing  the  consumer  less  than  twice  as 
much.  When  compared  with  zinc  carbon 
batteries,  Duracell  last  on  average  ZVz 
times  as  long,  and  are  2Vt  times  more 
expensive. 

Continuous  testing  shows  Duracell 
batteries  lasting  three  times  as  long  as  zinc 
chloride  and  six  times  longer  than  zinc 


carbon. 

The  most  popular  sized  batteries  in 
Duracell's  range  —  the  MN1300,  MN1500 
and  MN2400  —  also  came  out  ahead  of 
competitors'  alkaline  batteries,  says  the 
company. 

"These  results  serve  to  underline  what 
we've  said  all  along"  says  marketing 
director  Roy  Doughty.  "Duracell 
represents  value  for  money  in  all 
appliances,  under  all  conditions." 

"Some  of  our  competitors  have 
recently  put  forward  the  proposition  that 
you  need  different  types  of  battery  for 
different  appliances.  We  have  guite 
clearly  proven  that  this  is  not  the  case." 

Duracell's  tests  were  carried  out  using 
a  torch,  a  toy,  a  radio  and  tape  player. 

The  company's  batteries  have  been 
given  new-look  blister  cards,  designed  to 
emphasise  their  long  life  claims. 
Durabeam  torches  now  also  appear  in 
transparent  blister  packs. 

The  new  television  commercial  stresses 
the  company's  intermittent  testing.  Two 
yachtsmen  are  seen  leaving  London,  one 
with  "brand  X"  zinc  carbon  batteries  in  his 
radio,  the  other  using  Duracell. 

The  zinc  carbon  yachtsman  finds  his 
batteries  are  exhausted  six  weeks  later, 
while  he's  still  m  the  North  Atlantic.  But 
Duracell's  sailor  has  enough  battery  power 
left  to  keep  his  radio  playing  four  hours  a 
day  all  the  way  to  Sydney. 

The  first  commercial  breaks  on  July  22, 
running  for  four  weeks.  A  second  will 
follow  in  the  Autumn. 

The  company  will  also  be  using  radio 
advertisements  this  Summer  —  a  first  for 
them .  Advertisements  appear  on  Capital 
and  LBC  from  the  end  of  this  month. 
Duracell  (UK)  Ltd,  GatwickRoad, 
Crawley,  Sussex.  


Arden  energise 


Elizabeth  Arden  have  introduced 
advanced  energizing  extract,  a  texturising 
moisturiser  which,  says  the  company, 
"targets  a  new  generation  of  customers." 

The  lotion  (40ml,  £8.50)  and  (75ml, 
£12.50)  will  be  backed  by  advertising  in 
monthly  magazines  from  November,  and 
in  the  Sunday  Times  magazine  and  You 
from  September  29.  Elizabeth  Arden  Ltd, 
13  Hanover  Square,  London  W1R  OP  A . 


The  bear  facts 


Milupa  have  two  Summer  consumer  offers 
—  teddy  mobiles  and  nursery  stickers. 

Milupa  representatives  will  be 
distributing  supplies  of  the  mobiles  to 
chemists  to  give  out.  Available  to  anyone 
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buying  three  products,  the  mobiles  feature 
Milupa  Teddy  at  the  seaside,  zoo,  funfair 
and  flying  circus.  After  initial  supplies  are 
exhausted,  mothers  can  send  special 
leaflets  directly  to  Milupa. 

The  eleven  different  nursery  stickers 
feature  animals,  cars  and  clowns.  Every 
special  offer  tub  of  infant  or  junior  drink 
contains  one  sticker.  Milupa  Ltd,  Milupa 
House,  HerciesRoad,  Hillingdon,  Middx. 


Pampered  style 

The  latest  addition  to  the  Stuart  Edgar  hair 
care  range  is  Pampered  styling  gel 
(220ml,  £0.39). 

The  gel  comes  in  a  clear  jar  with 
biscuit  colour  print  and  matching  cap.  It  is 
available  in  normal,  extra  hold  and  wet- 
look.  Stuart  Edgar  Ltd,  Etherstone  Mill, 
Warrington  Road,  Blazebury, 
Warrington. 


LRC  &  Marigold 
hand  in  glove 

LRC  Products  are  supporting  their 
recently  relaunched  range  of  Marigold 
housegloves  with  low  priced  twin  packs  of 
housegloves  and  a  free,  colour- 
coordinated  glove  holder. 

Until  the  end  of  August  flashed 
promotional  packs  of  Marigold  light,  extra 
and  fleur  contain  two  pairs  of  housegloves 
and  a  matching  flower-shaped  glove  clip. 
Display  outers  containing  six  promotional 
twin  packs  highlight  the  offer  which  runs 
across  all  sizes  in  the  range.  LRC  Products 
Ltd,  North  Circular  Road,  Chinglord, 
London  E4  8QA. 


Reckitt  gets  fresh 

An  air  freshener  that  fits  inside  the 
vacuum  cleaner  bag  is  the  latest  addition 
to  Reckitt's  household  range. 

Haze  vacuum  freshener  (£0.69)  is 
available  in  a  twin  pack  in  lavender  and 
Springtime  fragrances.  A  launch 
promotion  will  offer  a  20p  coin  refund  on- 
pack. 

The  freshener  consists  of  a  capsule, 
impregnated  with  perfume  which  is 
released  each  time  the  vacuum  is  used.  It 
lasts  the  same  amount  of  time  as  a  vacuum 
cleaner  bag,  say  Reckitt.  "It  does  not 
compete  with  carpet  fresheners  as  it  is 
intended  to  freshen  air  in  the  home  whilst 
vacuuming  is  in  progress."  Reckitt  & 
Colman  Products  Ltd,  pharmaceutical 
division,  Dansom  Lane,  Hull  HU8  7DS. 


A  window  to 
Florence... 

A  window  display  competition  for  Antica 
Erboristeria  offers  customers  the  chance  of 
winning  three  weekends  for  two  in 
Florence. 

The  theme  for  the  competition  is 
"Antica  Erboristeria  —  nature's 
prescription  for  modem  living",  and 
displays  will  be  judged  on  style, 
imagination  and  effectiveness,  say 
Network  Management. 

The  competition  will  run  until  October 
1985  and  winners  will  be  notified  by 
November  30  1985.  Entry  forms  are 
available  in  all  window  display  packages 
currently  being  dispatched  or  from  sales 
representatives.  Network  Management 
Ltd,  3  Union  Court,  9  Sheen  Road, 
Richmond,  Surrey  TW9  IAD. 
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Schwarzkopf's 
silvery  tones 

Schwarzkopf  are  introducing  a  styling 
mousse  (75ml,  £1 .49)  to  their  Touch  of 
Silver  haircare  range. 

The  new  product  is  a  creamy, 
conditioning,  styling  foam,  formulated  to 
enhance  the  silver  tones  in  grey  or  white 
hair.  It  also  helps  to  reduce  any  brassy 
tones  in  blonde  or  bleached  hair  and  is 
ideal  for  all  types  of  styling  techniques, 
says  the  company. 

Schwarzkopf  will  be  supporting  the 
Touch  of  Silver  range  with  a  £150,000 
Press  advertising  campaign  this  Autumn. 
Single  page,  full  colour  ads  will  be 
appearing  in  womens  magazines, 
targetted  at  the  older  woman,  with  the 
headline  "Be  grey,  never  be  dull". 
Schwarzkopf  Ltd,  Penn  Road,  Calilornian 
Trading  Estate,  Aylesbury,  Bucks. 


Classic  offers 

Classic  Sales  are  offering  money-off 
promotions  on  their  Le  Dix,  Prelude  and 
Portos  fragrances. 

Le  Dix  and  Prelude  are  available  as 
30ml  eau  de  toilette  sprays  for  £4.95.  A 
special  30ml  eau  de  cologne  Portos  spray 
will  retail  at  £3.95.  Classic  Sales  Ltd, 
Warton  House,  150  High  Street,  London 
E152NE. 


Book  push  

Reckitt  are  running  an  on-pack  promotion 
in  support  of  the  Supersoft  hair  care  book 
published  by  Wardlock. 

The  promotion,  which  runs  across  the 
whole  Supersoft  range,  offers  the  book 
(normally  £3.95)  for  £2.45  in  return  for  one 
proof  of  purchase.  It  is  on  sale  at 
bookshops  and  newsagents.  Reckitt  & 
Colman  Products  Ltd,  pharmaceutical 
division,  Dansom  Lane,  Hull  HU8  7DS. 


New  powder 
from  Combe 

Combe  International  are  launching 
Vagisil  —  a  talc-free  powder  formulated  to 
deal  with  feminine  moisture  problems. 

Vagisil  (lOOg,  around  £2.29)  is  a 
microfine  powder,  said  to  be  25  times 
more  absorbent  than  talc,  containing  an 
emollient  and  a  bacteriastat.  Combe  say 


that  in  tests  in  young  women,  Vagisil  was 
almost  universally  preferred  to  talc. 

The  launch  will  be  supported  by  a 
£150,000  women's  Press  campaign  from 
late  August,  carried  in  over  20  magazines 
—  weeklies  and  monthlies  —  including 
Cosmopolitan,  and  Living. 

The  product  is  packed  in  a  counter 
display  outer  holding  six  packs. 
Introductory  trade  deals  will  be  available 
through  wholesalers  and  from  distributors, 
Nicholas  Laboratories,  225  Bath  Road, 
Slough,  Berks SL1  4AU. 


^SOMIN€X 

tonight's  answer  to  temporary  sleep  problems. 

PRESCRIBING  INFORMATION  Presentation:  Blister  pack  of  8  tablets. each  containing  20  mg  Promethazine 
Hydrochloride  Ph  Eur  Indications:  Temporary  sleeplessness  Dosage  and  Administration:  Adults  one  tablet  at 
bedtime  or  up  to  one  hour  after  going  to  bed  Children  016  years  not  recommended  Contra-indications, 
Warnings  etc.  There  are  no  specific  contra  indications  but  use  in  pregnancy  should  be  avoided  Precautions: !  he 

product  is  a  sedative  for  bedtime  use  only  Patients  should  not  drive  or  operate  machinery  Alcohol  and  other  CNS 
depressant  drugs  should  be  avoided  Side-effects:  A  few  patients  may  be  particularly  sensitive  to  the  effects  of 
Sominex,  early  morning  drowsiness  may  be  experienced,  as  may  dry  mouth,  blurred  vision,  difficulty  with 

lachrymation  and  constipation  Product  licence  number  0079/0211  [B 

For  further  informanon  write  to  Beecham  Proprietaries.  Great  West  Road,  Brentford,  Middlesex 
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Analgesics  to 
grow  -  Crookes 


A  substantial  increase  in  the  £85m 
analgesic  market  is  forecast  by  Crookes 
OTC  marketing  manager  Richard  Owen, 
following  the  introduction  of  the  limited 

Est. 

Independent  research  carried  out  in 
June  showed  that  22  per  cent  of  GPs 
anticipate  a  decrease  in  analgesic 
prescribing,  and  they  now  recommend  the 
purchase  of  OTC  analgesics  at  least  six 
times  a  week. 

OTC  analgesics  are  recommended  by 
GPs  mainly  for  cold  and  flu  symptoms  and 
headaches.  Nearly  30  per  cent  anticipate 
that  the  number  of  consultations  indicating 
analgesic  treatment  will  now  decrease. 

The  pharmacy  sector  accounts  for  68 
per  cent  of  value  sales  and  77  per  cent  of 
volume  sales  (due  to  lower  priced 
generics)  of  analgesic  products.  Nurofen 


is  now  claimed  to  be  the  largest  pharmacy 
only  brand  and  third  overall  with  8  per 
cent  of  the  market,  behind  Anadin  (12  per 
cent)  and  Disprin  (10  per  cent). 

Following  two  years  on  the  OTC 
market  ibuprofen  still  has  an  excellent 
safety  profile.  Professor  S.  Adams,  who 
was  responsible  for  the  drug's  clinical 
development,  says  there  is  still  no 
recorded  death  when  ibuprofen  alone  has 
been  used  in  overdose.  Doses  of  over 
twenty  times  the  therapeutic  level  have 
been  observed  in  infants. 

The  majority  of  pharmacists  now 
recommend  OTC  analgesics  at  least  three 
times  a  day,  say  Crookes,  and  are  most 
frequently  consulted  for  headache  (28  per 
cent),  backache  (26  per  cent),  muscular 
pain  (15  per  cent)  and  rheumatism  (13  pc). 

A  booklet  outlining  the  advantages  of 
ibuprofen  as  an  analgesic  is  being  sent  to 
community  pharmacists.  Crookes  plan  to 
continue  to  promote  Nurofen  to  dentists 
using  the  Oral  B  sales  force.  Crookes 
Products  Ltd,  PO  Box  94, 1  Thane  Road 
West,  Nottingham. 


Budget  vitamins 


Initial  vitamins  (30,  £1.15)  are  described 
as  "budget-priced  multivitamins"  and  are 
available  from  Health  &  Diet  Food  Co  Ltd, 
Seymour  House,  79  High  Street, 
Godalming,  Surrey  GU7 1AW. 


Save  with  Savlon 
liquid 


Care  Laboratories  are  supporting  Savlon 
Liquid  with  two  promotions  in  the  coming 
months. 

The  500ml  bottle  will  carry  a  15p 
coupon  and  the  250ml  size  a  lOp  coupon. 
The  offers  are  open  exclusively  to  direct 
account  customers  of  Care  Laboratories. 

New  Savlon  liquid  shelf  wobblers  will 
be  available  for  shelf  displays  or  to  fix  the 
new  dump  bins.  A  poster  campaign  using 
the  catch  line:  "Trust  Savlon  —  hospitals 
do,"  will  run  from  now  until  the  end  of  the 
year.  Care  Laboratories  Ltd,  Lindow 
House,  Beech  Lane,  Wilmslow,  Cheshire. 


Power  to  the... 


Organic  selenium  gold  seal  expanded 
formula  tablets  (30,  £3.75)  from  Power 
Health  Products  each  contain  lOOmcg 
selenium  plus  vitamins  A,C,E,Bi,B2, 
calcium  pantothenate  and  zinc. 


The  company  has  introduced  prime 
time  powder  containing  vitamins,  minerals 
and  amino  acids.  It  can  be  mixed  with 
milk,  fruit  juice  or  soup,  say  Power  Health. 
200g  cost  £2.75. 

Power  rapid  breakfast  also  contains 
vitamins,  amino  acids  and  minerals 
together  with  protein.  It  can  be  taken  in 
milk  or  fruit  juice.  200g  cost  £2.95.  Power 
Health  Products  Ltd,  10  Central  Avenue, 
Airfield  Estate,  Pocklington,  York 
Y042NR. 

A  point  of  sale  unit  and  leaflet  on 
"Vitamins  and  Your  Health"  are  now 
available  to  further  promote  BC500  tablets 
as  an  over  the  counter  product.  Ayerst 
Laboratories  Ltd,  South  Way,  Andover, 
Hants  SP105LT. 
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New  look  for 
Andursil 

Ciba  Consumer  Pharmaceuticals  have 
repackaged  their  Andursil  range  (liquids 
and  tablets)  for  promotion  over  the 
counter. 

The  trial  size  100ml  suspension  (£1.13) 
and  20  tablet  packs  (£1.31)  now  have  GSL 
status.  But  distribution  continues  to  be 
pharmacy  only,  says  the  company. 

A  GSL  pack  of  the  300ml  suspension  is 
to  be  introduced  in  January  1986.  Until 
then  the  existing  pack  is  classified  P. 

Packs  retain  the  turquoise  and  yellow 
stripe  and  all  variants  carry  a  33  per  cent 
profit  margin,  say  Ciba. 

POS  material  and  a  free  prescription 
check  list  together  with  special  bonus 
offers  are  available  from  company 
representatives,  say  Ciba  Consumer 
Pharmaceuticals,  Wimblehurst Road, 
Horsham,  West  Sussex  RB12  4 AB. 

Leichner  nights 

Into  the  night  is  the  name  of  the  new 
Leichner  colour  look  for  Autumn  and 
Winter. 

With  shades  such  as  red  stilletoes, 
diamond  life  and  pink  pizzaz,  the  Leichner 
canvas  will  be  a  "pale,  moonlit  face, 
luminous  cheeks  and  vivid  colours  on 
sultry  eyes  and  lips,  and  glossy  nails." 
Leichner  Ltd,  202  Terminus  Road, 
Eastbourne,  East  Sussex  BN21  3DF. 


SCRIPT  SPECIALITIES 


Wellcome  insulin  pack  design  change: 

Wellcome  have  changed  the  carton  and 
label  design  for  their  soluble  insulin 
injection  lOOiu/ml.  The  new  design  adds 
orange  bands  and  triangles  to  the  current 
black  print  on  a  buff  background. 

Stickers  telling  patients  about  the 
changeover  to  lOOiu  strength  insulins  as 
well  as  storage  and  tamper-proof  tops  on 
Nordisk  Wellcome  insulins  are  available 
from  the  sales  services  department, 
Wellcome  Foundation  Ltd,  Crewe  Hall, 
Crewe,  Cheshire  CW1 1UB. 
Dorbanex  labelled  Co-danthramer: 
Dorbanex  liquid  and  capsules  are  now 


labelled  Co-danthramer  (British 
Approved  name)  as  well  as  Dorbanex.  The 
change  does  not  affect  Dorbanex  forte,  say 
Riker  Laboratories,  Morley  Street, 
Loughborough,  LeicsLEll  1EP. 
Etophylate  licence  expires:  Delandale 
Laboratories  are  not  applying  for  a 
renewal  of  their  Product  Licences  for 
Etophylate  tablets  and  syrup  on  July  31, 
when  the  products  will  cease  to  be 
reimbursable.  Wholesalers  are  asked  to 
return  intact,  unexpired  packs  for  credit 
between  August  1-31.  Delandale 
Laboratories  Ltd,  37  Old  Dover  Road, 
Canterbury,  Kent  CT1  3JF. 
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Fight  for  natural 
remedies  goes  on 


Manufacturers  of  natural  medicines  are 
continuing  their  campaign  to  safeguard 
their  products  in  the  face  of  the 
Department  of  Health's  licence  review. 

"Unless  something  is  done  there  will  be 
no  licenced  natural  medicines  available  in 
the  next  four  years,"  according  to  Paul 
Webster,  organiser  of  last  week's 
Alternative  Medicine  Exhibition  in 
London  {C&D,  March  30).  The  39 
companies  "fighting  for  their  lives"  have 
formed  the  Natural  Medicines  Group 
which  wants  the  Health  Minister  to  form  a 


Some  of  the  more  exotic  and  unusual 
treatments  on  offer  at  the  Alternative 
Medicine  Exhibition  held  in  London  last 
week:- 

Alternative  sitting  "is  concerned  with  the 
effect  of  furniture  designs  upon  the  way  we 
use  the  body  and  offers  a  carefully 
selected  range  of  chairs,  height  adjustable 
tables  and  desks  for  domestic  and  working 
use." 

Aurora  Crystals  "Rainbow  hanging 
crystals  can  bring  the  healing  power  of 
colour  and  light  to  your  life  and  create  a 
more  beautiful  and  peaceful  environment 
at  home  or  work.  We  also  make  exquisite 
crystal  pendulums." 

Backswing  UK  Ltd  "Inversion  therapy  — 
traction  by  hanging  upside  down  —  is  a 
modem  medical  version  of  an  ancient 
method  of  treating  back  problems." 
British  Touch  for  Health  Association 
"Touch  for  Health  uses  simple  muscle  tests 
to  tune  in  to  your  body  to  find  out  what  is 
going  on.  It  is  a  practical  guide  to  natural 
preventative  health  care  and  is  specif  ically 
designed  to  give  ordinary'  people  ways  to 
care  for  yourself  and  each  other." 
Cottonfields  Ltd  "According  to  research, 
the  recipe  for  a  good  night's  sleep  is  to  be 
relaxed,  comfortable  and  warm.  But  how 
warm  is  warm?  The  ideal  temperature  is 
seems  is  29  °C,  which  makes  it  important  to 
sleep  on  a  surface  which  retains  body 
heat,  breathes  and  will  not  allow  over- 
heating or  under-cooling  to  disturb  a 
'  night's  sleep." 

Equinox  "is  an  astrological  service.  You 
can  have  your  own  personal  horoscope 
written  by  professional  astrologers  and 
prepared  by  computer  in  under  five 


special  committee  for  the  review  of  safety, 
quality  and  efficacy  of  natural  medicines. 

The  group  believes  that  the  criteria 
being  used  by  the  Department  in 
reviewing  licences  of  right  are 
inappropriate  to  natural  medicines  mainly 
because  the  expert  advisers  are  drawn 
entirely  from  conventional  medicine.  An 
early  day  motion  in  the  Commons,  signed 
by  over  130  MPs,  urges  the  Minister  to 
form  a  committee  of  advisers  "expert  in  the 
practice  of  natural,  homoeopathic  and 
herbal  medicine." 


minutes  at  the  exhibition.  The  birth  charts 
are  designed  to  help  you  become  aware  of 
your  personality  and  potential." 
Hygeia  Studios  "We  can  give  you 
individual  advice  on  what  colours  are 


beneficial  to  you  and  why,  and  we  have  a 
range  of  lamps  and  other  products 
designed  to  bring  you  the  beneficial 
effects  of  light  and  colour." 
Inside  Out  Services  "Come  and  select 
eight  scientifically  chosen  colours  in  order 
of  preference  from  an  illuminated 
keyboard  and  take  away  a  printed 
interpretation  of  your  personality  and 
mood.  You  can  also  have  your  biorhythms 
forecasted  over  any  30  day  period  —  just 
give  your  date  of  birth. 
International  Motivation  Corporation 
"Wavetops  are  a  range  of  audio  cassette 
tapes  on  various  health  related  subjects 
with  the  message  communicated 
subliminally,  masked  by  the  relaxing 


sounds  of  the  ocean." 
Jonig  Health  Ltd  "Thermaperl  is  a  new 
way  of  converting  your  bath  into  a  relaxing 
and  invigorating  spa  but  without  plumbing 
or  alterations.  It  consists  of  a  mat  which 
lays  in  your  bath  through  which  heated  air 
is  blown  at  varying  intensities." 
Middle  Piccadilly  Natural  Healing 
Centre  "We  offer  a  range  of  wholistic 
therapies  for  residents  or 
outpatients . . .  One  visitor  wrote:  1  arrived 
with  a  clapped  out  engine.  Three  days 
have  achieved  a  great  transformation.  An 
enchanting  place'." 
Mysteries  "Pendulums,  biorhythm 
calculators,  acupressure  machine  and 
pyramid  energy  products." 
Pulsor  Power  "Pulsors  contain  composite 
arrays  of  solid  state  micro  crystal  which 
can  protect  us  from  illnesses  caused  by 
electromagnetic  pollution  from  modem 
day  electrical  appliances  such  as 
television,  radio,  computers  and  many 
more  from  which  we  cannot  protect 
ourselves  by  any  other  means." 
Rolf  ing  method  of  structural  integration 
"Do  you  feel  at  home  in  your  body?  Does  it 
serve  you  well,  getting  you  easily  through 
your  day  without  pain  or  fatigue?  Is  it  the 
sensitive  instrument  it  can  be,  or  does  it 
feel  clumsy?  In  a  rolfing  session  the 
practitioner  works  deeply  but  gently  with 
his  hands,  untangling  the  web  of  tissues 
while  the  client  is  asked  to  relax  and  assist 
by  making  slow,  precise  movement. 
Gradually  posture  improves,  muscles  reset 
their  tone  and  the  body  acquires  a 
lightness  and  responsiveness  in  carriage 
and  movement." 

Soul  directed  therapy  "Soul-directed 
consultants  help  you  become  healthy  and 
joyful.  A  psychiatrist  and  a  well-known 
clairvoyant  help  to  free  you  from  the 
blockages  and  constraints  acquired  in  this 
lifetime  and  previous  ones  and  to  form  a 
new  and  true  self-image.  A  career  and 
business  consultant  helps  to  find  your 
purpose  and  the  key  to  success  in  your 
working  life.  A  psychologist-astrologer 
shows  you  where  you  came  from  and 
where  you  can  go.  A  trained  pharmacist 
and  physical  therapist  helps  you 
appreciate  your  body  and  care  for  it  as  you 
never  have  before." 
Tara  Bonowitz,  spiritual  counsellor, 
healer  and  clairvoyant,  speaking  on 
"Everyone  can  heal  with  love  and  crystals." 
Zodiac  gems  "We  have  a  large  range  of 
crystals  and  semi-precious  gem  stones 
specifically  for  healing  and  meditation. 
We  specialise  in  Chalera  colour  healing, 
using  crystals  for  each  area  of  the  body. 
Advice  is  given  freely  on  all  aspects  of 
healing  using  colours." 

And,  if  all  this  fails,  there  was  the 
Confederation  Life  Insurance  Co. 


Crystals,  colour  meditation 
and  other  mysteries . . . 
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EFTPOS 


Cashless  shopping  seen  as 
inevitable  -  and  unwanted? 


Retailers  feel  it's  an  inevitable  development.  Only  12  per  cent 
of  consumers  have  heard  of  it,  and  the  idea  behind  it  is 
disliked  by  60  per  cent.  "It"  is  electronic  funds  transfer  at  point 
of  sale  (EFTPOS),  or  in  more  simple  terms,  cashless  shopping. 
C&D  looks  at  attitudes  to  this  new  retailing  technology. 


Computer  technology  will  change  the  face 
of  retailing  by  the  end  of  the  decade,  claim 
EPOS  systems  supplier  ICL.  The  next  six 
years  will  see  an  explosive  growth  in  EPOS 
installations,  the  company  says,  with  a  ten 
fold  increase  in  the  number  of  terminals 
used  in  shops  and  pubs  by  1990. 

However  research  carried  out  among 
both  retailers  and  consumers  indicates  that 
the  next  stage  of  development,  that  of 
EFTPOS,  will  be  less  readily  accepted. 

The  pending  electronic  revolution 
appears  to  be  passing  consumers  by.  Nine 
out  of  ten  have  never  heard  of  EPOS, 
although  the  benefits  it  can  bring  in  terms  of 
faster  service  and  lower  out  of  stocks  are 
certainly  welcomed. 

The  idea  of  paying  for  everything  without 
cash  or  cheques  was  disliked  by  over  60  per 
cent  of  shoppers  in  a  recent  Gallup  survey 
(see  table  bottom  right).  And  the  idea  of 
having  your  bank  account  debited 
immediately  doesn't  appeal  either.  However, 
81  per  cent  liked  the  idea  of  getting  interest 
on  a  current  account,  suggesting  shoppers 
may  be  willing  to  see  money  pass  directly 
from  their  accounts  if  they  can  earn  interest 
on  the  balance. 

Better  stock  control,  improved  central 
management  control  and  store  information 
are  driving  retailers  to  invest  in  EPOS. 
Department  stores,  and  electrical  and 
leisure  outlets  currently  lead  the  way. 
Penetration  of  EPOS  in  chemists  is  about  1 
per  cent,  estimate  ICL,  rising  to  33  per  cent 
by  1990. 

Even  this  rapid  increase  will  still  leave 


chemists  right  at  the  bottom  of  the  league 
table,  with  almost  every  other  retailing  sector 
using  EPOS  to  a  greater  extent.  The  figure  is 
somewhat  corrupted  by  the  fact  that 
chemists  have  chosen  to  develop  a  number 
of  EPOS  functions  on  dispensary  computers, 
rather  than  at  point  of  sale. 

Retailers'  attitudes  towards  EFTPOS  are 
decidely  cautious  (see  table  top  right). 
While  over  three  quarters  feel  it  is  an 
inevitable  development,  60  per  cent  point 
out  there  is  no  consumer  demand,  and 
nearly  40  per  cent  feel  it  only  benefits  the 
banks,  rather  than  retailers  or  consumers. 

ICL  are  undeterred  by  this  apparent  lack 
of  enthusiasm.  "It  is  clear,"  says  Richard 
Snook,  manager  of  ICL's  retail  industry 
centre,  "that  retailers,  banks  and  technology 
suppliers  like  ourselves  have  a  major 
education  task  on  their  hands.  Consumer 
resistance  is  likely  to  frustrate  much  early 
progress  unless  the  trouble  is  taken  to 
explain  the  implications  to  the  people  who 
will  be  most  affected  by  it." 

By  the  year  2001,  with  the  anticipated 
growth  of  "TV  shopping,"  high  street 
retailing  is  likely  to  become  a  much  more 
leisure  orientated  industry  in  an  effort  to  lure 
shoppers  out  of  their  homes.  ICL  reckon 
cashless  shopping  is  that  close,  and  even  the 
Banking  Information  Service  predicts  nearly 
a  quarter  of  transactions  will  use  EFTPOS  by 
1996. 

With  the  first  small  UK  trial  only  due  to 
get  underway  in  Northampton  later  this  year, 
involving  some  200  shops,  it  seems  scarcely 
conceivable. 


Potential  EFTPOS  transactions 

2500 
2000 


Transactions  (Data  sets  independent ) 


1500 


Millions  ol  Transactions 


Source 

Banking  Information  Service  1976 


1981 


Benefits  of  Epos  S> 


"to 


Key  HlllIJIl 

Base  Benefits  ot  introducing  EPOS  where  5   very  important  and  1   very  unimportai 

Better  stock  control  Q    Q     Q    Q  E 


Improving  store  level  information 


m  m  efi  n  n 


Exercising  central  management  control 


Better  staff  productivity  and  planning 
Less  stock  shrinkage 
Improving  promotional  planning 


More  effective  display  and  store  layout 


E3  ED  E  ES  B 

n      E3  E3  E 

Q         |3  JQ  Qj 

H  E  E3  &  E 
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Source  Research  Solutions  lor  ICL  UK  Ltd       Figures  expressed  as  percentage 

Attitudes  to  EFTPOS 

Agree  Agree  Neither  Disagree  Disagr 
strongly  agree  or  strong 

disagree 


It  only  benefits  the 
banks,  not  the 
retailer  or  consumer 


It  is  an  inevitable 
development  and  retailers 
need  to  be  involved  now 

There's  no  consumer 
demand  for  it 


We  would  introduce  it  if 
it  could  be  proved  that 
our  customers  want  it 


It  will  only  really  take 
off  when  EPOS  is 
virtually  universal 


We  will  only  adopt  it 
it  competitors  do 


Base  Reactions  to  key  statements  about  EFTPOS 
Source  Research  Solutions  tor  ICL  UK  Ltd 


Retailers  attitudes  fabove)  and 
consumers'  views  (below) 


Attitudes  to  the  cashless  society 


Very  much    Like      Neither    Dislike   Strongly  Dill 
like  like  nor  dislike  kni\\ 

dislike 


Paying  tor  everything 
without  using  cash  or 
cheques 


Having  money  tor  goods  7 
transferred  immediately 
from  your  bank  account 


Being  able  to  get 
interest  on  your  bank 
current  account 


Paying  for  goods  direct 
from  a  building  society 
investment  account 


Saving  time  paying  for 
goods 


Being  able  to  check 
your  exact  account 
balance  before  making 
a  purchase 


Base  Attitudes  to  likely  changes  as  result  of  EFTPOS 

Consumer  attitudes  to  retail  service 
improvements 

All  °o         Men  % 

Lower  prices  79  ™ 

Quicker  service  at  the  till/checkout  70  68 

Politer  staff   ^  49  4$ 

Never  being  out  of  stock  46  41 

More  payment  points    42  39 

Opening  on  Sunday  32  36 

Better  layout  of  goods    30  30 

Home  delivery  service  29  27 

Longer  opening  hours  29  $8 


More  detailed  receipts  for  purchase 


More  promotional  offers 


Instore  banking  service 


Wider  acceptance  of  credit  cards 


Base  Six  most  impodant  improvements  customers  wish  to  see  from  shops 
Source  Gallup  tor  ICL  UK  Ltd 
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Robinsons  are  sitting  on  top  of 
the  dry  baby  food  market. 


In  the  first  three  months  of  this  year,  more  first-time  mums  bought  Robinsons  than  any 
other  dry  baby  foodf  34%  of  mums  tried  Robinsons,  28%  our  nearest  rivals. 

You  could  put  this  down  to  the  recent  improvements  we  made  to  our  range.  (The 
Tangy  Orange  Pudding  obviously  went  down  well.) 

Or  perhaps  mums  are  more  aware  that,  as  well  as  being  tasty,  Robinson's  Foods  are  very 
nutritious.  Either  way  it's  good  news  for  us,  and  good  news  for  you  if  you  stock  Robinson's. 

No  wonder  our  rivals  are  lookinq  up  to  us. 

0     r  'SOURCE  RSGB  BABV  PANEL 
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BEST 
SELLERS 

BY  DOLLAR  RAE 

Every  pharmacy  of  Dollar  Rae  design  is 
planned  to  be  a  best  seller. 

And  that  covers  our  20-year  track  record 
of  improving  the  business  performance  of 
independent  retail  chemists  throughout  the  UK. 
Every  Dollar  Rae  design  creates  a  total  retail 
environment  as  the  foremost  part  of  the  chemists 
marketing  armoury  so  that  it  powerfully 
stimulates  rising  sales  and  profitability.  Here  are 
some  typical  client  comments: 

"Within  9  months  my  OTC  sales  turnover 
increased  by  90%  and  prescriptions  by  30%." 

Mrs  J  Boardman,  B  Pharm.  MPS.  R  P  Blair.  Perth 

"With  a  30%  increase  in  counter  sales 
alone,  combined  with  a  more  profitable  return, 
we  expect  to  recoup  our  design  and  display 
installation  cost  within  two  years." 

David  Lee,  MPS,  D  A  Lee  Chemist,  Lincoln. 

"Following  the  new  pharmacy  design, 
Christmas  sales  were  double  the  previous  year  s, 
with  weekly  turnover  not  only  expanding  but 
showing  a  rising  proportion  of  high-margin 
sales." 

Stephen  Lippiatt,  MPS,  Glade  Pharmacy,  Bordon,  Hants. 

Clients  usually  recover  their  investment 
costs  with  us  quickly  because  of  rapid  and  more 
profitable  business  growth.  But  the  benefits  of 
better  business  performance  stay  with  you  in  the 
long  term. 

We  can  also  advise  you  on  financial 
arrangements,  including  leasing,  that  make 
investment  in  the  future  of  your  business  more 
feasible. 

Complete  the  coupon  below  to  arrange 
for  one  of  our  retail  consultants  to  call  or  to 
obtain  a  copy  of  our  publication  "The  way  to  win 
more  profitable  business". 

You  could  be  on  the  best  selling  list  too. 

vo  *f      \\      Dollar  Rae  Ltd,  47  Haggs  Road, 
t**e     ro&va  \\     Glasgow  G41  4AR 

rtvote?*  \\     Telephone  041-649  9331  Telex  779394 

Btjsi»eS  WCZZ)  LZZI  IZZ)  \ZU  LZZI  LZZI  LZZI  LZTj 

Please  send  me  a  copy  of  |_| 
"The  way  to  win  more  profitable  business"  {  r— , 

i  Please  arrange  for  a  retail  consultant  to  call  j  | 

^^^NAME   [] 

D ADDRESS  :  :     :::  :::  D 

PI   TELEPHONE  SR.?.?/?.  pi 

LZZ]  LZZ!  LZD  LZZ3  LZZD  LZZ1  LZ^  C=]  CZJ 

Represented  throughout  the  United  Kingdom  Leaders  in  retail  pharmacy  design  and  development 


PHARMACY  ECONOMICS 

By  Eric  Jensen.  BCom,  MPS.  MInstM 


Making  the  human 
factor  work  for  you 


Dealing  effectively  with 
people  —  be  they  staff  or 
customers  —  is  an  essential 
part  of  running  any  business. 
Good  management  starts  with 
good  communication. 

Making  a  profit  is  a  result  of  dealing 
satisfactorily,  and  constructively  with 
human  relationships.  Pharmacists  are 
engaged  in  a  caring  profession  and  it  is 
particularly  important  for  them  to  think  in 
terms  of  giving  rather  than  getting. 

It  is  by  giving  the  public,  as  far  as 
possible,  what  they  want,  that  we  can  make 
a  profit.  We  will  look,  shortly,  at  some  of 
the  principles  of  human  relationships 
which  are  generally  accepted  as  working 
in  practice.  The  reason  why  relationships 


demand  study  is  two  fold  —  we  can  use  the 
study  for  direct  material  ends  (productivity 
and  cash  profits),  but  also  for  intangibles 
such  as  satisfaction,  happiness  and  peace 
of  mind. 

Customers,  staff  and  all  those  we  have 
dealings  with  have  certain  wants  and 
needs  in  common  with  the  pharmacist 
proprietor's.  All  these  things  we  seek,  in 
varying  degree,  will  contribute  to  profit  for 
the  person  who  can  provide  them. 

Among  them  are  security,  knowledge, 
comfort,  respect,  human  companionship, 
superiority,  conformity  and  individuality. 
These  wants  are  not  always  compatible  one 
with  the  other,  and  a  prime  task  of  anyone 
running  a  pharmacy  should  be  to 
understand  staff  and  others  well  enough  to 
know  how  each  individual  can  best  be 
motivated. 

High  remuneration,  or  cash  spent  in 


providing  amenities,  has  a  part 
to  play,  but  as  material  benefits  grow,  the* 
attractiveness  of  such  increments  tends  to 
dimmish.  Once  a  certain  income  has  been 
reached,  the  appeal  of  leisure  grows. 

If  we  make  a  brief  study  of  the 
advertisements  for  managerial  and  other 
posts  in  pharmacy  we  see  that  pleasant 
surroundings,  opportunities  for  training, 
recreational  facilities  and  so  on,  are 
stessed.  Salaries  are  of  course  given  due 
emphasis,  but  not  the  predominance  they 
enjoyed  before  the  war.  Pre-war,  a 
pharmacist  manager  might  be  receiving  as 
little  as  £200  per  year,  and  in  those  days 
money  had  to  be  the  most  significant 
incentive. 

The  purely  financial  aspect  of 
understanding  people's  basic  wants  and 
needs  is  related  to  a  source  of  loss  which 
not  usually  given  enough  attention. 

Many  owners  of  pharmacies  appear 
much  more  aware  of  the  need  to  increase 
the  ratio  between  sales  and  stock  than  of 
the  importance  of  reducing  staff  turnover 
to  a  minimum.  The  cost  in  time  and  money 
of  finding  replacements  for  staff  who  leave 


Now  you  can  enjoy  piping 
hot  drinks  anytime 
at  home  or  abroad ! 


rntar  — 


THE  MINI  PO 


TAKC  ATRIP  —  TAKIATRA 


Travel 
Plug 


TAKE  A  TRIP  -  TAKE  A  TRAvTt 


INTERNATIONAL  PRODUCTS® 


would  you  put  this 
in  your 
babys  mouth/ 


You'll  never  sell  anothl 
who  reads  this  ad  I 

ask  vc 


Every  time  we  run  this  ad.,  the  phone  rings.  Persistently, 
Why?  Because  no  mother  in  her  right  mind  needs  any  more  convincing  that  Pi 
the  most  hygienic  teats  and  soothers  for  her  baby. 
Which  explains  why  thousands  of  mothers  are  buying  them  every  week. 


1 


MiHionsofnx^putexa^whatyouseeoppositeinto^rchi^ 

33Ssssssissffi=r- 

Grandmother  was  having  her  first  baby 

K^^^teator^,.,,,,, 

it  to  change  colour,  well  up  and  distort.  It  may  even  blister. 
CraC^fwhatkyou  see  has  happened  on  the  left  And  thats 

bacteria. 

And  it  tastes  horrible 

'$&  (you  pronounce  it  pure  )  teats  and  soothers  are  made 
from  100%  Purelite  silicone  rubbei 

Exactly  the  same  material  is  used  to  make  > 
artificial  heart  vaives 

So  nothing  could  be  more 

medically  approved  of  Here's  why: 


Pur  teats  and  soothers  are 
perfectly  clear  when  you  buy  them. 
They  stay  perfectly  clear  for  ever 
That's  because  they  simply  do 
not  decay  or  deteriorate  in  any  way. 
despite  years  of  normal  use. 
They  certainly  never  taste 
rubbery.  And  you'll  always  actually 
be  able  to  see  if  there's  any  dirt  left 
on  a  Pur  teat  or  soother 

You  can  boil  Pur  teats  and 
'     '         soothers  You  can  immerse  them  in 
,  ,  ,  ,  sterilising  fluid  time  after  bine. 

HH      You  can  even  freeze  them 

Pur  teats  and  soothers  will 
MJf      remain  clear  and  supple. 

So  supple  is  Purelife  silicone,  in 
W      fact  that  Pur  teats  and  soothers  come 
f      as  close  to  the  softness  of  a  mother  sown 
nipple  as  anything  can. 

All  ot  which  goes  some  way  to  explaining 
why  Pur  teats  and  soothers  are  unconditionally 
guaranteed  for  two  years. 


Pur  make  a  range  of  teats  and  baby  soothers 
that  correspond  with  the  recommendations  of  all 
Sa'tn^rthlrsareavailableinconvenbonal 
or  the  o^odontic  shape  And  when  we  » 
Stow  medium  or  fast  flow  that's  exactly  what  it  is.  Because  it  s 

development  muscle  growth  and  the  proper  positioning  of  you, 

m"™Z  decides  to  give  baby  anything  other  than  her  own  n.pole 
the  choice  is  Pur. 


f  /  s'A\ 


AVAILABLE  AT  BO 


SUPERORUG  AND  LEADING  CHEMISTS 


latex  teat  to  a  woman 
du  don't  believe  us, 
mum. 

/hy  the  big  multiples  aren't  missing  a  trick  and  are  stocking  them  in  a  big  way. 
nd  why,  if  your  own  chemist  wholesaler  can't  help  you  for  some  reason,  you  should 
ng  LSR  direct  on  021-748  6622. 
du  could  ask  any  woman,  but  ask  for  Karen  Brazier. 


PHARMACY  ECONOMICS 


is  extremly  high,  especially  when 
managers  and  seniors  have  to  be 
recruited.  And  apart  from  the  direct  costs, 
there  are  less  obvious  expenses  involved  in 
training,  drawing-up  of  contracts, 
references  and  so  on.  When  salaries  are 
being  reviewed  along  with  other 
incentives,  it  is  prudent  to  bear  in  mind  the 
costs  —  material  and  non-material  —  of 
finding  new  staff.  Remember  it  is  easier  to 
keep  staff  happy,  so  that  they  don't  get  to 
the  point  of  considering  a  change,  than  to 
persuade  someone  to  revise  a  decision  to 
leave. 

You  do  not  need  to  be  an  expert 
psychologist  to  look  after  staff:  the 
principal  requirement  is  for  you  to  be 
sincerely  interested  in  them.  Surprisingly, 
pharmacists  who  are  excellent  in  showing 
sympathy  and  empathy  to  customers, 
frequently  fail  to  apply  this  expertise  to 
their  empolyees.  Yet,  to  lose  a  key  assistant 


"It  is  by  giving  the  public  what  they 
want  that  we  make  a  profit" 


could  be  much  more  costly  than  losing  a 
customer. 

Neurosis  is  a  significant  cause  of 
absence  from  work,  not  only  in  itself  but 
because  it  can  exaggerate  the  sufferer's 
reaction  to  other  ailments.  Happy  staff  are 
less  likely  to  be  neurotic  and  away  from 
work. 

Men  and  women  should  be  treated  as 
ends  in  themselves,  not  simply  as 
productive  means  to  an  end.  The  most 
costly  resource  in  retail  pharmacy,  and  the 
one  most  wastefully  utilised,  is  human 
potential. 

The  purpose  of  work,  for  everyone 
involved,  should  be  dual;  the  raising  of 
material  standards  for  employee  and 
employer  and  the  development  of  human 
personality.  The  first  step  in  pursuit  of  this 
should  be  taken  when  prospective  entrants 
to  pharmacy  schools  are  screened,  and  the 
second  when  any  applicant  is  assessed. 


□  Is  information  effectively  passed  on 
to  staff  and  customers?  Are  staff  aware  of 
he  economics  of  the  pharmacy?  Do  they 
fully  understand  how  important  it  is  to  look 
upon  stock  as  money,  to  avoid  waste,  to 
check  invoices  or  goods  received,  and  to 
be  on  the  alert  for  leakages  in  cash  and 
goods? 

The  single  most  efficient  safeguard 
against  shop-lifting  is  well-trained  staff 
Many  pharmacies  could  probably  add  at 
least  a  thousand  pounds  to  their  annual 
profit  simply  by  improving  information  on 
this  subject. 

□  Is  delegation  of  responsibility  beina 
employed  as  fully  as  possible?  There  is 
tairiy  general  agreement  that  the 
Pharmacist  should  be  seen  more  and  more  ' 
on  the  shop  floor  so  his  consultancy  role 
can  be  increased,  and  this  implies  suitable 
arrangements  for  supervision  in  the 
dispensary. 

But  delegation  can  extend  in  many 
other  directions  such  as  ordering 
interviewing  representatives,  stock 
control,  display,  and  so  forth. 

Some  pharmacists  find  delegation 
difficult.  It  is  not  easy  to  accept  that  a 
delegated  task  does  not  necessarily  have  to 
be  carried  out  quite  as  expertly  as  the 
pharmacist  could  perform  it 

The  principle  is  that,  so  far  as  feasible 
he  pharmacist  should  reserve  for  himself 
those  functions  which  only  he  can 
perform.  Anything  which  can  be 


delegated  should  be  pushed  as  far  down 

the  hne  as  possible.  Naturally  the  degree  to 

which  this  can  be  done  will  vary  with  the 

size  and  staffmg  of  any  particular 
business. 

The  pharmacist  with  one  or  two  juniors 
only  W1 ,  h      to  undertake  jQbs  ^ 

Very  few,  if  any,  experts  in  their  field 
can  continuously  and  exclusively  use  that 

ssr  Bu>! the  more  ,he  pha« ^n 

spend  his  or  her  relatively  costly  time  on 
key  policy  and  management  matters  the 
greater  the  profit  likely  to  be  made  ' 
U  Are  jobs  clearly  defined,  going 
|  faeyond  the  basic  contract  of 
employment?  Is  each  member  of  staff  in 

to  23?    ,°Ut  Wuh°m  th6y  3re  a— erable 
to,  and  to  whom  they  are  empowered  to 
give  instructions? 

Lack  of  clarity  on  these  matters  is  a 
frequent  cause  of  discontent  and  friction, 
and  this  can  do  nothing  but  reduce 
customer  service  and  therefore  profits. 

f  he  broad  rule  is  that  no  one  should 
have  to  answer  to  more  than  one  master  or 
mistress,  that  each  staff  member  should 
receive  orders  from  one  person  only. 

Unce  someone  has  been  given 
authority  consistent  with  their 
responsibly  they  should  be  allowed 
generally  to  exercise  their  powers  without 
interference.  And  they  should  before 
being  given  authority,  be  trained  in  its  use 


□  For  information  to  be  passed  on 
efficiently,  owners  and  managers  must 
be  versed  in  communication  skills 

Communication,  like  dispensing,  is  a 
mixture  of  art  and  science,  and  while  the 
art  comes  intuitively  to  some  pharmacists 

valuable6       ^  n°*  ^  training 

«.  •  y^eii some  at  ieast  °f  the  pubhc  stm 

think  the  levy  on  prescriptions  goes  into 
and  remains  in,  the  pharmacist's  coffers' 
there  is  something  amiss  with  the 
communication  of  information  in  and 
outside  the  pharmacy. 

Again,  when  staff  do  not  realise  how 
little  of  each  pound  entering  the  till  is  the 
owner  s  reward  for  running  the  pharmacy 
and  providing  them  with  a  job,  the  scope 
tor  education  is  vast. 

Entrepreneur  pharmacists  can 
profitably  ask  themselves  how  far  the 
training  they  provide  is  meeting  the  urgent 
need  for  improved  communication,  a 
crucial  factor  in  working  towards 
profitability. 

□  Many  pharmacists  could  usefully  ask 
hemse  ves  whether  they  give  as  much 
time  to  listening  as  to  talking.  Many 
reputations  as  excellent  conversationalists 
have  been  won  by  those  who  are  happy  to 
let  the  other  person  talk. 

The  irate  customer,  the  employee  with 
a  grievance,  is  more  effectively  dealt  with 
by  letting  them  unburden  themselves 
rather  than  by  attempting  to  argue 
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*  m  •  m 
'  •  *  *•  * 


Nana's  Guessing  Came  Has  Won  A  Few  Admirers. 


As  everyone  should  know  by 
now,  Nana  is  a  new  form  of  feminine 
protecfion.  Not  simply  the  usual 
"more  absorbent,  less  bulky,  you 
can't  live  without  us"  variety,  but 
press-on  towels  and  panty-liners 
with  a  real  difference. 

They're  individually  wrapped 


/ 


NANA* 

parity  iiners  . 


nside  their  own  pretty 
packets,  to  give  every  woman 
the  efficient  protection  she  needs 
with  the  discretion  she  wants. 
And  the  idea  is  catching  on.  In  just 
four  months  Nana  has  already  won 
an  enthusiastic  following  in  a  market 
well  known  for  its  brand  loyalty. 

Whilst  other  companies  are  still 
experimenting  with  designs,  Nana 


will  be  making  its  colourful  presence 
felt  in  women's  magazines,  on  local 
radio,  Radio  Luxembourg  and 
by  distributing  literally  millions  of 
samples  nationwide. 

Nana  -  individually  wrapped 
towels  and  panty-liners. 

Better  business 
-just  for  you. 


PEAUDOUCE  (UK)  LTD,  RYE  ROAD,  HODDESDON,  HERTS.  EN11 OEL  TELEPHONE  0992  445522 


Transparency  List 
declared  illegal 


Another  attempt  by  the  Bonn 
Government  to  reduce  drug  costs 
has,  in  the  eyes  of  many  observers, 
been  dealt  a  severe  blow  with  the 
recent  decision  of  the  Constitutional 
Court  that  the  so-called 
Transparency  List  is  illegal. 

Nearly  ten  years  ago,  the 
Transparency  Commission  was  set  up  to 
systematically  review  therapeutic  classes 
of  drugs  and  produce  lists  for  doctors 
which  compared  the  pharmacological- 
therapeutic  quality  and  price  of  products. 

It  took  three  years  for  the  first  list  to 
appear,  which  dealt  with  drugs  used  in 
myocardial  insufficiency.  Even  at  that 
stage,  two  members  of  the  Commission 
said  that  a  quality  comparison  without 
clinical  testing  was  impossible.  A  list  on 
anti-arrhythmics  was  published  one  year 
later.  Once  again,  two  Commission 
members  objected  and  when  the  list  on 
anti-anginals  appeared,  the  assessment  of 
quality  had  been  dropped. 

Other  lists  followed  in  rapid  succession 
and  the  Commission  has  now  moved  on  to 
other  areas  like  diabetes,  disorders  of  lipid 
metabolism  and  gout.  However,  since  only 
prices  are  compared,  the  lists  attract  little 


attention.  It  was,  therefore,  no  doubt  a 
shock  to  the  Government  when  a  company 
called  Sanorania  went  to  court 
complaining  that  its  business  in  two  anti- 
anginal drugs  that  had  appreared  on  the 
relevant  list  of  preparations  had  been 
harmed  by  the  Transparency  process.  The 
firm  maintained  that  this  contravened  the 
principle  of  business  freedom  and  the 
court  stated  that  the  Transparency 
Commission  had  no  proper  legal  basis. 

Nevertheless,  the  material  prepared  by 
the  Commission  may  not  have  been  wasted 
after  all,  as  the  first-ever  comparison  of 
combination  preparations  that  account  for 
the  major  share  of  prescribing,  may 
appear  shortly.  It  was  eventually  agreed 
that  in  this  comparison,  products  should 
be  arranged  under  indications  and  that  the 
notation  "recommended",  "recommended 
under  special  circumstances"  and  "not 
recommended"  appear  with  the  price. 

Interestingly  enough,  the  German 
equivalent  of  the  Association  of  British 
Pharmaceutical  Industry  has  expressed 
the  fear  that  other  countries  might  follow 
the  UK  example  of  the  Limited  List  and  has 
suggested  that  the  EEC  Commission 
should  take  clear  action  against  the  British 
Government  for  contravening  EEC  law. 


Discount 
stopped 


A  drop  in  income  for  the  average 
pharmacy  of  some  £8,000  per  year  — 
several  times  greater  than  that  attributed  to 
the  introduction  of  the  Negative  List  {C&D, 
November  17,  1984),  was  predicted  when 
some  wholesalers  recently  took  sudden  but 
apparently  concerted  action  to  abolish 
discount  on  small  orders  of  one  or  two 


items  with  a  value  of  £6  or  less.  This  is 
bound  to  affect  small  pharmacies 
particularly  badly  and  could  well 
accelerate  the  already  increasing  rate  of 
closures  (up  10  per  cent  in  1984). 

However,  some  of  the  wholesalers  have 
also  been  struggling  lately  and  claim  that 
their  own  survival  is  threatened.  A 
spokesman  for  one  wholesaler  has  denied 
that  this  action  is  merely  the  start  of  more 
general  reductions  in  discount  and  said  he 
was  confident  that  it  would  be  sufficient  to 
improve  their  economic  situation. 


a,  m 

years  old 


The  Central  Laboratory  of  German 
Pharmacists,  best  know  by  its 
initials  ZL,  recently  celebrated  10 
years  at  its  purpose-built  site  at 
Eschborn,  near  Frankfurt. 

The  idea  of  an  independent  testing 
laboratory,  run  by  pharmacists  for 
pharmacists,  was  first  mooted  by  the  12 
regional  Chambers  of  Pharmacists  back  in 


1971  in  response  to  the  increasing 
demands  in  terms  of  equipment  and 
expertise  which  pharmacists  were  needing 
to  fulfill  their  legal  obligations  to  ensure 
the  quality  of  drugs  they  dispense. 

Now  over  50  staff  are  employed  by  ZL, 
which  receives  40  per  cent  of  its  income 
from  pharmacists  themselves  through  their 
local  branches.  ZL  tests  raw  materials  used 
in  extemporaneous  dispensing  on  their 
behalf  and  awards  those  batches  which 
fulfill  pharmacopoeial  criteria,  the  coveted 
ZL  test  symbol. 

ZL  staff  are  also  engaged  on  the 


development  of  new  testing  techniques 
applicable  to  the  dispensary,  the 
preparation  of  pharmacopoeial 
monographs  and  formulations  for  the 
German  National  Formulary  and  the 
testing  of  products  manufactured  on  a 
small  scale  in  pharmacies. 

Another  important  task  that  ZL 
undertakes  for  pharmacists  is  the 
investigation  of  commercial  products 
suspected  of  being  of  poor  quality. 

Over  the  years  ZL  has  noted  a  steady 
improvement  in  product  quality  and,  by  its 
watchdog  role,  ZL  itself  has  probably 
played  a  large  part  in  this  process. 

In  recent  years  ZL  has  also  begun 
comparative  investigations  into  the 
pharmaceutical  quality  and  bioavailability 
of  identical  drug  products  from  different 
manufacturers. 


Nifedipine 


row 


Perhaps  the  most  bitter  in  the 
current  spate  of  David  and  Goliath 
confrontations  between  drug  firms 
involves  competition  for  the 
nifedipine  market. 

Scarcely  had  Bayer's  patent  for  Adalat 
expired  {C&D,  April  27,  1985),  than  a  host 
of  generics  appeared.  It  was  the 
advertising  material  of  one  such  product 
made  by  Stada  that  led  Bayer  to  write  to 
doctors  and  pharmacists,  accusing  Stada 
of  making  false  and  misleading  claims  for 
the  cheaper  version  of  nifedipine  and 
questioning  its  stability. 

Stada  took  Bayer  to  court  and  has 
obtained  an  injunction  in  the  preliminary 
judgment,  preventing  Bayer  from  sending 
out  any  more  letters.  Stada  have  since 
advertised  in  the  professional  Press, 
refuting  Bayer's  statements  and 
challenging  the  results  of  Bayer's 
experiments  with  their  product! 

The  magazine  Drug  Telegram  then 
fuelled  the  argument  in  its  May  edition  by 
quoting  an  American  study  which 
purportedly  shows  that  high  doses  of  the 
azo  dye  in  the  capsule  shell  of  Bayer's 
Adalat-retard  used  to  protect  the  light- 
sensitive  nifedipine,  caused  cancer  in  rats. 
The  BGA  has  dismissed  this  claim. 

Curiously  enough,  inadequate  light 
protection  of  Stada's  nifedipine  was  the 
nub  of  Bayer's  accusations  about  the 
stability  of  this  product. 

These  reports  come  from  a  correspondent 
with  acknowledgements  to  the  German 
pharmaceutical  Press:  Deutsche 
Apotheker  Zeitung  and  Pharmazeutische 
Zeitung. 
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anusol 

Recommend  an  ideal  range  for  your  customers 

*  Anusol  Cream  with  a  vanishing  base,  rapidly  absorbed    *  Anusol  Ointmentfor  dry  irritated  conditions 


*  Anusol Suppositoriesforameasureddoseof  internal  medication 


Piles  and  associated  anal  irritation  are  very 
common  ailments,  as  every  retail  pharmacist 
knows.  With  Anusol,  you  can  recommend  the 
most  suitable  presentation  from  a  medically- 
prescribed  range  of  treatments  —  all  of  them 


soothing  and  effective,  and  a  thoroughly 
professional  recommendation. 

To  help  your  shyer  customers,  there's  a 
compact  display  unit  for  Anusol  —  please  let  us 
know  if  you  would  like  one. 


the  name  people  feel  better  with 

Mitchell  House.  Southampton  Road,  Eastleigh, 
Hampshire  S05  5RY 


Composition  Anusol  Cream  Each  100  g  ol  cream  contains:  Bismuth  Oxide  2 14  g,  Balsam  Peru  BPC 
1973 1  80  g  Zinc  Oxide  Ph  Eur  10  75  g,  Anusol  Ointment.  Each  100  g  of  ointment  contains  Bismuth 
Subgallate  B  P  2  25  g;  Bismuth  Oxide  0  875  g;  Balsum  Peru  BPC  1973 1  875  g,  Zinc  Oxide  Ph.  Eur.  10  75  g 
Anusol  Suppositories  Each  2.8  g  suppository  contains  Bismuth  Subgallate  BP  59  mg;  Bismuth  Oxide 
24  mg.  Balsum  Peru  BPC  1973  49  mg.  Zinc  Oxide  Ph  Eur  296  mg 

Indications:  Anusol  Cream  and  Ointment  For  the  symptomatic  reliet  ot  uncomplicated  internal  and 
external  haemorrhoids,  pruritus  ani,  proctitis  and  fissures  Also  indicated  post-operatively  in  ano-rectal 
surgical  procedures  and  alter  incision  ol  thrombosed  or  sclerosed  ano-rectal  veins  Anusol  Suppositories 
For  the  symptomatic  reliet  ol  uncomplicated  internal  haemorrhoids  and  proctitis  Also  indicated  post- 
operatively in  ano  rectal  surgical  procedures  and  after  incision  ot  thrombosed  or  sclerosed  ano-rectal  veins 
Dosage  and  Administration:  Anusol  Cream  and  Ointment  Adults  Apply  to  affected  area  at  night,  in  the 
morning  and  alter  each  evacuation  until  the  condition  is  controlled  Thoroughly  cleanse  the  attected  area, 
dry  and  apply  cream  or  ointment  Anusol  Ointment  should  be  applied  on  a  gauze  dressing  Anusol  Cream 
is  prepared  in  a  vanishing  cream  base  and  may  be  gently  smoothed  onto  the  affected  area  without  the 


need  to  apply  a  gauze  dressing  For  internal  conditions  use  rectal  nozzle  provided,  and  clean  it  alter  each 
use  Not  to  be  taken  orally  Elderly  (over  65 years)  As  for  adults  Children  No  dose  recommended  Anusol 
Suppositories  Adults  Remove  wrapper  and  insert  one  suppository  into  the  anus  at  night,  in  the  morning 
and  after  each  evacuation  Not  to  be  taken  orally Elderly(over  65  years)  As  for  adults  Children  Not 
recommended 

Contra-indications,  warnings,  etc.  Anusol  Cream,  Ointment  and  Suppositories  History  ol  sensitivity  to 
any  of  the  constituents  Rarely,  sensitivity  reactions  Patients  may  occasionally  experience  transient 
burning  on  application,  especially  it  the  anoderm  is  not  intact. 

Product  licence  No's:  Anusol  Cream  0019/0040,  Anusol  Ointment  0019/5002,  Anusol  Suppositories 
0019/5001 

Cost:  AnusolCream  x  /^Lisi  Price  ex  VAT  £10.37 ,  Anusol  Ointment  x  I2U%\  Price  ex  VAT  £985,  Anusol 
Suppositories  12'sx  /^List  price  ex.  VAT  £10.56.  <?4sx6List  Price  ex  VAT  £9  39 
Data  sheet  available  on  request  R85136 
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Elite  has  captured  13-2; 
of  the  UK  sheath  market 
after  just  nine  months. 

Elite  has  already  gaine 
impressive  distribution  c 
62/0  and  its  still  growing. 

Durex  and  Elite  arc  trade  marks  of  LRC  Products  Ltd. 

DUREX  ELITE  TH: 

\FEST  MOST  SENSITIVE  DUREX  EVER. 
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Bacteriodes  Fragilis 
(actual  size:  6  microns. 


Just  one  of  the 
mouth  problems 

Oraldene 

,  I  mm  Hexetidine  ^» 

can  help  solve. 

Oraldene  contains  hexetidine,  proved1  active  against  B.  fragilis  and  a  broad  spectrum 
of  the  bacteria  associated  with  a  number  of  common  mouth  and  throat  ailments,  such  as 
gingivitis,  stomatitis,  oral  thrush  and  sore  throats. 

Oraldene  has  a  fresh,  pleasant  taste  and  has  not  been  associated  with  tooth  staining. 

Altogether,  a  good  professional  recommendation  for  your  customers. 

„ — ~ 

Oraldene 


f  Oraldene!: 


i  I  The  broad-spectrum  medical  mouthwash 


eaotjs  for  mouth  ulcers,  sore  gums  and  sore  throat. 

IHfly  the  name  people  feel  better  with 

1.  Ref:  Ashley,  K.C.  1984.  The  antimicrobial  properties  of  two  commonly  used  antiseptic  mouthwashes  -  Corsodyl  and  Oraldene.  Journal  of  Applied  Bacteriology  56,  221-225. 
Oraldene  Prescribinglnformation:  Composition:  Clear  red  coloured  solution  containing  hexetidine  0.10%.  Indications:  Anti-infective  agent  indicated  for  mouth  infections 
such  as  gingivitis,  pyorrhoea,  stomatitis.  Also  of  value  in  apthous  ulcers,  dental  ulcers,  halitosis,  pre-and-post-dental  surgery,  oral  thrush  and  in  geriatric  nursing.  It  is  also  of 
value  as  an  adjuvant  of  systemic  therapy  in  tonsillitis  and  pharyngitis.  Dosage:  Adults  and  children  rinse  the  mouth  or  gargle  with  at  least  15ml  of  Oraldene  two  or  three  times  a 
day.  Oraldene  should  not  be  diluted.  Contra-indications,  Warnings  etc:  Oraldene  has  nc  known  contra-indications,  it  should  not  be  taken  internally.  Very  rarely  mild  local 
irritation  of  the  buccal  tissues.  Product  Licence  Number:  0019/5022.  Cost:  100ml  x  12  List  Price  ex  VAT  -  £6.61,  200ml  x  12  List  Price  ex  VAT  -  £10.09: 

Data  sheet  available  on  request.  Oraldene  is  a  trademark.  R  85 145. 
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In  addition  to  the  market  news,  oral  hygiene 
this  year  looks  at  fluoride  —  its  effects  and 
formulations.  We  start,  however,  with  the  story 
of  Kent,  the  toothbrush  manufacturers  who  are 
making  something  of  a  comeback. 

Brushing  up  on  two 
centuries  off  history 


hen  William  Kent  began  making 
brushes  in  Westminster,  the  President  of  the 
USA  had  wooden  teeth.  It  was  1777;  George 
Washington  was  celebrating  the  first 
anniversary  of  American  independence.  In 
Britain,  George  III  was  King. 

Eight  reigns  (and  38  Presidents)  later, 
G.B.  Kent  and  Sons  have  clocked  up  five 
Royal  Warrants,  including  one  as 
brushmakers  to  the  present  Queen,  and  are 
well  into  their  third  century.  The  past  five 
years  have  seen  major  changes,  with  a  new 
plant  and  new  machinery.  The  Kent  name, 
in  the  doldrums  for  a  number  of  years,  is 
making  a  comeback  on  pharmacy  shelves. 

"The  competition  is  fierce  and  we  intend 
to  carve  off  a  big  chunk  of  the  market,"  says 
managing  director  Alan  Cosby.  "We're 
advertising  to  the  consumer,  to  dentists  and, 
most  important,  to  the  chemists  at  the  point 
of  sale.  We've  re-equipped  our  sales  reps, 


we're  flooding  the  market  with  display 
material  and  we've  established  a  very 
positive  discount  sales  policy  that  will  have 
our  retailers  laughing  all  the  way  to  the 
bank.  That's  not  just  aggression.  We're 
going  to  put  the  Kent  name  right  back  at  the 
top  where  it  belongs. 

"Our  UK  sales  declined  over  the  last 
decade,  but  our  new  production  set-up  gives 
us  scope  to  quadruple  output,"  he  says. 
"Over  45  per  cent  of  our  production  goes 
overseas  at  present.  We  take  on  Europe  on 
their  own  terms;  the  Middle  and  Far  East  are 
a  struggle  with  import  tariffs  and  cheap  local 
competition,  but  our  quality  is  still  in 
demand  so  sales  remain  steady."  And  he  is 
"eternally  grateful"  to  his  grandfather  who 
set  up  a  separate  company  in  the  United 
States,  controlled  from  the  UK,  to  satisfy  the 
American  market.  Toothbrushes  today 
account  for  40  per  cent  of  Kent  sales. 


William  Kent,  a  Yorkshireman  who 
came  to  London  to  make  his  fortune,  started 
business  at  7  Tylers  Street,  a  turning  off  what 
is  now  Regent  Street.  He  delivered  his 
brushes  on  horseback,  many  roads  being 
too  rough  even  for  wheeled  vehicles.  Five  of 
his  sons  became  brushmakers  and  three 
joined  him  in  the  firm. 

In  1807  William  Kent  deeded  the 
business  to  his  eldest  son,  William  Kent 
junior,  on  condition  that  William  junior's 
intended  marriage  to  a  Mary  Anderson  took 
place  by  October  1  of  that  year. 

This  condition  was  obviously  fulfilled, 
because  in  1808  the  business,  with  William 
junior  at  its  head,  moved  to  larger  premises 
in  Great  Marlborough  Street  where  the 
company's  headquarters  were  situated  for 
the  next  89  years. 

At  the  turn  of  the  19th  century,  William 
Kent  enjoyed  a  substantial  Government 


Chemist  &  Druggist  20  July  1985 


121 


contract,  thought  to  be  making  brushes  for 
the  army  fighting  the  Napoleonic  War.  The 
business  prospered  and  expanded.  In  the 
1820s  the  firm  was  making  toothbrushes  for 
King  George  IV  —  His  Majesty  preferred  a 
short  head,  not  dissimilar  to  current  desig  s 

—  and  in  1834  the  company  was  appoint*  1 
brushmakers  to  King  William  IV. 

John  James  Kent  inherited  the  business 
on  the  death  of  his  brother  in  1836.  John 
James  Kent  &  Co  flourished,  earning  a  Royal 
appointment  to  Queen  Victoria. 

In  1840  George  Barton  Kent,  John 
James'  only  son  —  he  had  seven  daughters 

—  entered  the  business  as  an  apprentice.  He 
succeeded  his  father  in  1854,  by  which  time 
he  had  worked  in  every  department  of  the 
company.  It  was  under  G.B.  Kent  that  the 
name  Kent  for  brushes  became  a  household 
word  and  the  firm  expanded  into  a  business 
of  international  reputation  exporting 
throughout  the  world. 

In  the  late  19th  century,  the  company 
bought  the  factory  and  toothbrush  business 
of  J.J.  Ashburner  in  Bethnal  Green.  Using 
steam  as  the  motive  power  and  the  leg  bones 
of  bullocks  as  the  main  material  for 
toothbrush  handles,  the  factory  produced 
sixty  gross  of  brushes  every  week,  using  one 
and  a  quarter  tons  of  bristles. 

At  this  time,  G.B.  Kent  also  traded  as 
comb  and  hardware  wholesalers,  bristle 
merchants  and  sponge  importers.  A  large 
range  of  hairbrushes  and  all  kinds  of  toilet 
brushes  were  made  in  ivory  imported  from 
West  Africa.  By  the  time  the  telephone 
arrived  in  1882,  over  600  people  were 
employed  in  19  buildings  occupying  32,000 
sq  ft  of  factory  space. 

The  late  19th  century  saw  Kent  win 
numerous  awards  at  the  Great  international 
exhibitions  all  over  the  world.  The  company 
had  also  opened  up  the  American  market. 
Shipments  to  one  American  customer  were 
large  —  a  hundred  gross  at  a  time  —  but 
complaints  were  practically  nil. 

Three  of  G.B.'s  four  sons  joined  him  in 
the  business  —  "and  Sons"  was  added  to  the 
company  name  in  1880.  They  took  the  reins 
in  1890  on  their  father's  death  and  saw  the 
firm  through  its  next  move,  to  Farringdon 
Road,  London. 

Machines  were  beginning  to  take  over 
the  more  arduous  jobs  of  drilling  the  holes 
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and  drawing  and  bunching  bristles  —  space 
was  again  a  problem.  Kent  became  a  public 
company  in  1900.  Principally  to  provide 
further  capital  for  expansion  and  a  factory 
was  built  in  Aspley  in  Hertfordshire  in  what 
was  then  rural  countryside. 

The  new  factory  handled  materials  from 
all  over  the  world.  Bristles  from  Russia, 
Siberia,  China  and  India,  badger  hair  from 
Germany  and  the  Balkans,  whalebone  from 
the  Antarctic,  fibres  from  Mexico,  Brazil 
and  Africa,  beech,  cherry,  birch  and 
sycamore  from  the  English  countryside  and 
tropical  timbers,  ebony  and  satinwood  from 
Ceylon,  the  West  Indies,  South  America 
and  Indonesia. 

The  company  was  one  of  the  first 
wholesale  houses  to  use  a  motor  delivery  van 
to  replace  the  horse  drawn  vehicle.  A 
24-horsepower  2'/2  ton  "commercial  car" 
was  bought  in  1908  and  ran  daily  between 
Aspley  and  the  London  factories. 

In  the  First  World  War,  as  contractors  to 
the  Government,  the  factories  worked 
overtime  making  hundreds  of  thousands  of 
brushes  for  the  armed  forces,  including 
toothbrushes  with  wooden  handles  and 
vegetable  fibre  for  the  Indian  troops. 

After  the  war,  the  Kent  brothers  died  one 
by  one.  The  only  male  heir  preferred 
stardom  to  brushes  and  disappeared  into  the 
theatre  and  films.  The  company  declined. 

A  majority  of  the  shares  was  bought  by 
Cosby  Brushes  Ltd  in  1932  and  Eric  Cosby 

—  family  motto  "Fortune  favours  the  bold" 

—  became  managing  director.  Radical 
changes  under  the  new  leadership  followed. 
Bone  handles  were  discontinued  and  new 
lines,  manufacturing  techniques  and  sales 
methods  introduced.  An  associated 
American  company  was  established  and  the 
brushmaking  business  of  Titterton  &  Howard 
purchased.  Once  again,  G.B.  Kent  were 
appointed  to  the  Royal  family,  this  time  as 


Alan  Cosby,  md. 
with  founder 
William  Kent 


brushmakers  to  King  George  VI. 

The  company  worked  24-hours  a  day  as 
an  "Essential  Works"  during  the  Second 
World  War.  Severe  bomb  damage  sealed 
the  fate  of  the  London  facilities  and 
production  was  concentrated  on  Aspley. 
London  headquarters  were  established  in 
Old  Bond  Street  after  the  war  and  a  retail 
shop  opened  in  Piccadilly  sporting  a  skilled 
woman  worker  hand-drawing  hair  brushes 
in  the  window.  The  company  received 
another  Royal  Warrant  in  1955  —  as 
brushmakers  to  the  present  Queen. 

Eric  Cosby  junior  became  managing 
director  in  1964,  but  Kent  again  started  to 
founder,  hide-bound  by  tradition  and 
unable  to  respond  quickly  enough  to  the 
rapidly  changing  market.  The  board  was 
restructured  in  the  '70s,  with  the  third 
generation  Cosby,  Alan,  thrust  into  the 
limelight.  With  the  help  of  Tony  Newman, 
production  and  planning  director,  he  set 
about  rationalising  production,  sales  and 
accounting  practice. 

The  London  manufacturing  facilities 
were  closed  in  1978,  Bond  Street  in  1979  and 
the  headquarters  moved  to  Aspley.  Alan 
Cosby  became  managing  director  in  1980, 
having  worked  his  way  up  from- the  shop 
floor.  Since  then,  the  old  Aspley  factories 
have  been  pulled  down  and  an  entirely  new 
plant  built  and  equipped  with  the  most  up- 
to-date  machinery. 

In  1982  the  company  returned  to  profit; 
in  1983  it  re- invested  in  more  machinery  and 
new  technology.  In  1984  and  through  to  this 
year,  profits  are  being  ploughed  into  sales 
promotion  and  advertising. 

Kent  are  still  the  only  British 
manufacturers  of  hand-made  traditional 
brushes,  says  Mr  Cosby,  and  the  craftsman 
still  has  his  place  in  the  organisation. 

He  wants  to  retain  Kent's  capacity  for  the 
very  high  quality  brush  —  silver-backed  or 
exotic  wooden  handles  will  always  be  in 
demand  for  gifts  or  dressing-table  sets,  he 
says. 

"Our  immediate  aim  is  to  expand  and 
offer  a  range  from  50p  to  £50  from  one 
house,  and  to  win  a  much  bigger  slice  of 
own  label'  business.  We're  not  too  proud  to 
put  someone  else's  name  on  our  products. 

"We  increased  sales  dramatically  last 
year,  we're  leaping  ahead  already  this  year. 
We  intend  to  show  that  a  brush  is  a  brush, 
but  a  Kent  brush  is  special." 


'oo  hot  thouah     r  makei  was  not 

mougn  —  George's  wooden 

Portraits. . .  appearance  in 


I  million  people  use  thi 
toothbrush  every  day. 
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22%  of  all  toothbrushes  sold  are  Wisdom 
Ion. 

This  means  that  with  the  Nylon  brush 
>ne  we're  outselling  the  entire  ranges  of  our 
gest  competitors* 

ilrce:  independent  audit.) 


Which  is  good  news  for  us  but  won' 
bring  a  smile  to  our  competitors'  faces. 
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■JL  luonde  and  sugar  are  the  two  most 
important  factors  affecting  the  prevalence  of 
dental  canes.  The  effect  of  fluoride  on  decay 
was  first  noticed  m  regions  where  significant 
levels  occur  naturally  in  drinking  water. 
Here,  while  it  does  not  provide  total 
protection,  it  can  bring  about  a  reduction  m 
caries  levels  of  approximately  50  per  cent. 

Emulation  of  this  natural  intake  by  the 
artificial  fluoridation  of  water  supplies  at  a 
level  of  one  part  of  fluonde  per  million  parts 
of  water  results  in  a  similar  effect. 

Birmingham  adopted  such  measures  in 
1964  and  since  then  the  most  dramatic  effect 
has  been  on  the  range  of  dental  treatment 
required.  For  example,  the  number  of 
emergencies  in  the  Community  Dental 
Services  for  acute  dental  pam  fell  from 
10,268  in  1965  to  1,788  in  1978.  While 
administrations  of  general  anaesthetics  for 
the  dental  treatment  of  young  children  fell 
from  18,398  in  1968  to  3,021  in  1978,  in 
nearby  non-fluoridated  Wolverhampton 
there  was  a  30  per  cent  increase  during  the 
same  period. 

Currently  only  about  10  per  cent  of  the 
population  in  England,  12  per  cent  in  Wales, 
0.9  per  cent  in  Scotland  and  0.5  per  cent  in 
Northern  Ireland  receive  fluoridated  water; 
in  contrast  to  60  per  cent  in  the  USA. 
Enabling  legislation  that  would  give  Water 
Authorities  the  right  to  add  fluoride  to  water 
supplies  if  requested  to  do  so,  has  not  yet 
reached  the  statute  books. 

Where  levels  of  fluoride  in  drinking 
water  are  deficient,  benefits  may  be 
obtained  by  ingesting  fluoride  in  tablet  or 
droplet  form  and  by  topical  application. 
Indeed,  it  is  now  widely  considered  that  the 
greatest  effect  of  fluoride  on  caries  results 
from  repeated  exposure  of  the  dentition  to 
topical  effects.  Regular  toothbrushing  with  a 
fluonde  toothpaste  may  alone  reduce  decay 
rates  by  up  to  15  to  30  per  cent  over  three 
years,  and  is  possibly  the  main  reason  for  the 
general  decline  m  canes  recorded  in  Bntish 
school  children  in  recent  years. 

Such  preventive  measures  are 
important.  Mortality  arising  from  dental 
decay  is  now  almost  unknown  but  for  many, 
pam,  inconvenience,  the  loss  of  teeth  and 
dysfunction  are  still  a  relatively  common 
occurrence,  and  involve  considerable  cost 
to  the  nation.  In  1984-85,  around  £800m  was 
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The  fluoride  factor 

Why  is  fluoride  imporant  in  the  prevention  of  dental  caries?  In 
this  article,  Dr  A.J.  Duxbury  of  the  University  of  Manchester 
Dental  School  and  Mrs  J.T.  Duxbury,  district  dental  officer  for 
North  Manchester  explain  that  repeated  exposure  to  low  levels  is 
probably  most  beneficial. 


spent  on  general  dental  services,  and 
previous  estimates  indicate  up  to  two  million 
working  days  were  lost. 

Fluoride  and  caries 

It  is  now  generally  accepted  that  caries  is 
largely  an  alternating  process  of  dissolution 
and  remineralisation  of  tooth  substance 
associated  with  the  production  of  acids  by 
bacteria  in  dental  plaque.  This  process 
results  in  the  formation  of  an  increasingly 
insoluble  residue  in  enamel,  but  if,  on 
balance,  demineralisation  is  favoured, 
ultimately  tooth  destruction  will  occur. 

Plaque  is  a  heterogenous  mix  of  aerobic 
and  anaerobic  bacteria  and  intercellular 
matrix  derived  from  them  and  saliva. 
Streptococcus  mutans  appears  to  be 
particularly  important  but  many  other 
species  are  involved  and  their  relative  role 
varies  in  caries  associated  with  enamel, 
dentine  or  the  tooth  root  surface. 

Acid  production  occurs  when  plaque 
bacteria  are  exposed  to  dietary  sugars, 
especially  sucrose,  which  encourages  the 


Fig  1  Principal 
aetiological  factors/ 
in  dental  caries 


formation  of  intra-  and  extra-cellular 
polysaccandes.  These  act  as  substrates  for 
acid  production  in  the  absence  of  food. 
Glucose,  fructose,  free  pentose  sugars, 
maltose  and  lactose  are  all  contributory. 

When  sugars  are  ingested,  pH  levels  in 
plaque  fall  in  minutes  from  around  six  to 
four,  with  demineralisation  commencing 
below  about  pH  5.5. 

Fluoride  reduces  the  incidence  of  caries 
in  several  ways.  Probably  its  most  important 
effect  is  exerted  in  relation  to  plaque,  where 
its  continued  presence  due  to  regular 
exposure  to  low  concentations  (lppm  F—  ) 
promotes  remineralistion;  it  probably  also 
influences  plaque  metabolism. 

Fluoride  is  concentrated  within  dental 
plaque  mostly  from  oral  fluids  rather  than 
enamel.  Values  of  5  to  lOppm  are  found  in 
low  fluoride  areas,  larger  concentrations  in 
fluoridated.  Only  2  to  5  per  cent  is  in  an 
unbound  form  at  neutral  pH  but  as  pH  levels 
fall  within  plaque,  more  is  liberated  and 
levels  are  achieved  that  will  encourage 
remineralisation  and  inhibit  the  dissolution 
of  enamel.  It  has  also  been  shown  that  similar 
levels  inhibit  the  uptake  and  utilisation  of 
glucose  and  its  analogues  by  some 
Streptococci  thus  reducing  acid  formation. 

Also  of  benefit  but  now  considered  of 
slightly  less  significance  is  the  incorporation 
of  fluoride  into  dental  enamel  during  the 
formative  years  of  the  dentition,  both 
directly  during  development  and,  most 
importantly,  pre-emptively  by  ion  exchange 
with  tissue  fluid. 

Here  it  is  concentrated  into  the  outer 
layer  where  it  appears  to  reduce  solubility 
indirectly  by  influencing  the  carious 
process.  Small  beneficial  changes  in  tooth 
morphology  may  also  result,  such  as 
atypically  shallow  pits  and  fissures,  thus 
minimising  plaque  retention. 

Sources  of  fluoride 

Most  water  contains  only  trace  amounts  of 
fluoride  (<0.1ppm  F_)  whereas  the  opti 
mum  level  for  averting  decay  is  between  0.7 
and  1.2ppm  F_.  Below  these  levels  the 
effect  is  reduced  and  little  is  gained  from 
higher  levels  —  indeed  above  2.0  ppm  F  - 
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Every  12  seconds,  someone 
buys  a  tube  of  Dentu-Creme. 

Last  year,  Dentu-Creme's  brand  share  jumped 
to  over  13%.  (Meanwhile  the  rest  of  the  denture 
cleansers  market  remained  static.) 


Continued  from  pl24 

there  is  an  increased  risk  of  enamel  mottling. 

Fluoride  is  in  water  in  ionic  form  and  its 
concentration  is  little  affected  by  water 
hardness.  Boiling  fluoridated  water  can  lead 
to  concentrations  of  13.5ppm  F~  being 
achieved  but  such  water  is  unpalatable. 
Cooking  using  aluminium  utensils  leads  to 
reductions  of  up  to  50  per  cent. 

Other  natural  sources  include  tea  and 
soft  boned  fish  (salmon,  sardines).  Milk 
contributes  insignificant  amounts.  Bottle  fed 
babies  drinking  fluoridated  water  consume 
thirty  times  more  fluoride  relative  to  those 
breast  fed  by  mothers  drinking  fluoridated 
water. 

A  cup  of  tea  made  with  non-fluoridated 
water  contributes  about  0.3mg  F  ~~ 

When  required,  water  can  be 
fluoridated  by  the  controlled  addition  of 
sodium  fluoride,  sodium  silicofluoride  or 
hydrofluosilicic  acid. 

Fluoride  may  also  be  ingested  in  tablet 
or  droplet  form  during  the  formative  years  of 
the  teeth.  Tablets  should  be  chewed  prior  to 
meals  for  optimum  benefit  from  topical 
effects.  Suggested  dosages  are  given  in 
table  1 .  It  may  also  be  applied  topically  as 
toothpaste,  as  mouth  rinses  using  specified 
regimes,  or  in  the  form  of  professionally 
applied  gels,  mouth  rinses,  prophylactic 
pastes  or  varnishes. 

The  greatest  benefits  probably  accrue 
from  repeated  exposure  to  low  doses  as  with 
fluoridated  water,  toothpastes,  rinses  and 
even  chewed  tablets.  Only  water 
fluoridation  is  likely  to  reach  all  socio- 
economic groups  effectively,  but  currently 
this  plays  a  minor  role.  Toothpaste  appears 
to  be  making  a  significant  impact  but  its 
effect  relies  on  toothbrushing  and  only  one 
person  in  three  has  an  effective  toothbrush. 


Systemic  balance 


Ingested  fluoride  is  probably  absorbed  by 
diffusion  rather  than  active  transport,  as  F  ~ 
in  the  small  intestine  and  HF  in  the  stomach. 
Absorption  is  rapid  and  almost  complete  if 
the  fluoride  is  in  solution,  but  the  formation 
of  complexes  or  precipitates  may  reduce  the 
absorption  of  less  soluble  forms  (eg  with 
aluminium).  Fluoride  in  tablets  (lmg  F~ ) 
seems  to  be  absorbed  as  well  with  or 
between  meals. 

Plasma  fluoride  exists  mainly  unbound. 
After  ingestion,  levels  rise  to  a  peak  within  a 
few  minutes  to  two  hours,  then  they  fall  to  a 
baseline  over  about  eight  hours  due  to 
skeletal  deposition  and  renal  clearance. 
Small  amounts  are  lost  in  saliva,  faeces, 
sweat,  milk,  and  to  the  foetus.  Urinary 
fluoride  concentrations  vary  with  highest 
levels  about  two  hours  after  a  small  oral 
dose;  35  per  cent  of  this  may  pass  into  the 
urine  within  three  hours.  The  percentage 
excreted  depends  upon  age,  the  past  history 
of  exposure,  concentration  and  fluid  uptake. 

Adults  drinking  fluoridated  water  for 
several  years  approach  a  steady  state  in 
urinary  output  (equilibrium  is  not  absolute 
because  small  amounts  are  incorporated 
into  bone  throughout  life).  Increasing  intake 
promotes  further  deposition,  decreasing  a 
slight  negative  balance. 

Much  of  the  importance  of  fluoride 
centres  around  the  affinity  between  it  and 
hydroxyapatite.  It  appears  that  high 
concentrations  can  be  accommodated  m  the 
skeleton  without  obvious  changes  or 
symptoms  although  prolonged  consumption 
of  8ppm  F  ~~  or  more  leads  to  alterations  in 
cortical  thickness  and  coarsened 
trabeculae. 


Lower  levels  can  influence  cellular 
metabolism  and  a  few  reports  suggest  that 
some  aspects  of  bone  and  liver  cell  function 
may  be  altered  transiently  in  individuals 
recently  exposed  to  fluoridated  water. 


Toxicity 


It  is  difficult  to  define  toxic  levels.  Some 
suggest  tooth  mottling  is  the  earliest  sign  and 
the  effects  of  chronic  accumulation  in  the 
body  are  well  documented. 

Acute  systemic  toxicity  depends  on  the 
amount  ingested  and  other  toxic  substances 
in  the  preparation.  Symptoms  range  from 
salivation,  nausea,  abdominal  pain, 
vomiting  and  diarrhoea  in  minor  cases,  to 
hyperactive  reflexes,  toxic  and  clonic 
convulsions  and  in  severe  cases,  death, 
usually  from  respiratory  or  cardiac  failures. 

Mechanisms  are  still  being  elucidated 
although  a  major  factor  may  be 
hypocalcaemia.  Lethal  doses  are  difficult  to 
estimate  but  a  single  dose  of  2.5  to  lOg  NaF 
could  be  lethal  in  an  untreated  adult. 
However,  a  25  year  old  male  has  survived  a 
dose  of  116g  NaF  while  an  18-month  child 
has  died  after  ingesting  50mg. 

Little  information  exists  on  lower  levels  of 
overdosage  but  symptoms  tend  to  arise  when 
the  amount  ingested  exceeds  lmg  NaF/kg. 
Professional  advice  should  be  sought  when 
3.5mg  NaF/kg  or  more  has  been  taken. 

Artificial  sources  of  fluoride  appear  to 
carry  little  or  no  risk  of  poisoning,  provided 
they  are  used  properly.  Studies  of  toothpaste 
ingestion  by  children  suggests  that  this 
rarely  amounts  to  more  than  0.2mgF  _  per 
day.  Professionally  applied  preparations 
carry  a  slightly  greater  risk  because  of  the 
higher  levels  of  fluoride. 


Table   1   SUPPLEMENTAL  FLUORIDE  DOSAGE  SCHEDULE  (mg  F/day) 


Age 


2  weeks  to  2  years 
2-4  years 
4-16  years 


Concentration  of  fluoride 
in  drinking  water  (ppm) 


<0.3 

0.3-0.7 

>0.7 

0.25 

0 

0 

0.50 

0.25 

0 

1.00 

0.50 

0 

2.2  mg  sodium  fluoride  contains  lmg  fluoride  ion. 
Reference 

Dowell,  T.B.  and  Joyston-Bechal,  S.  British  Dental  Journal  1981,  150,  p275. 


THE  PRICE  IS  RIGHT! 


FOR  FURTHER  DETAILS  CONTACT  YOUR  LOCAL  WHOLESALER  OR  RING  THE  JESS  SALES  OFFICE  ON  KIDDERMINSTER  700478 
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the  new  British  toothbrushes 
from  the  House  of  Kent 


it's  like 
a  licence 

to  print 

money 


Kent  put  more  profit  into  toothbrush  sales.  Our  new  range  comes  in  display 
stands  which  hold  fifteen  of  each  of  eight  styles  of  your  choice.  As  an  intro- 
ductory offer  we'll  give  you  one  stand  free  for  every  one  you  buy.  And  you 
will  be  entitled  to  substantial  discounts  off  subsequent  orders  at  stock 
levels  to  suit  you. 

The  Kent  range  is  unique.  A  brand  new,  no  gimmicks  handle,  designed 
m  consultation  with  the  dental  profession  plays  host  to  25  styles  of  head— 
small,  medium,  large  and  extra-large;  hard,  regular,  soft  and  ultra-soft; 
polished  nylon,  traditional  natural  bristle,  or  pure  badger. 

The  heads  are  slender  and  smooth  for  comfort.  The  filaments 
are  densely  packed  and  very  effective  against  plaque. 
There's  a  Kent  brush  to  suit  every  dental  condition.  To  help  yo 
choose  the  styles  most  appropriate  for  your  market  we'll  give 
you  a  sample  pack  of  15  brushes  selected  from  the  range, 
absolutely  free,  plus  a  colour  leaflet  describing  the 
range  with  our  order  form  and  price  list. 

All  you  have  to  do  is  fill  m  the  coupon,  mail  it  today, 
and  your  introductory  offer  will  be  despatched  to 
you.  That's  worth  £10  to  you  for  a  start. 

To  speed  up  your  turnover,  we're  advertising 
constantly  to  your  customers  in  the  most 
widely  read  women's  interest  magazines 
and  in  the  professional  dental  press. 
Point  of  sale  unit  merchandisers,  as 
illustrated,  are  available. 

Kent's  reputation  for  the  finest 
quality  has  been  earned  over  more 
than  200  years.  Now  you  can  profit 
from  volume  sales  of  the  best 
toothbrushes  on  the  market  at 
very  sharp  competitive  prices. 
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I'd  like  a  licence  to  print  money. 
Please  send  me  my  free  toothbrush  samples. 


Telephone 


Hemel  Hempstead,  Herts.  HP3  9SA.  Telephone  (0442)  51531 

they  are  the  very  best  toothbrushes  m  the  world. 


THE 
LAST  WORD 
IN  ORAL 
HYGIENE 


'Corsodyl'  is  recommended  and  pre- 
scribed by  many  dental  and  general  practi- 
tioners for  the  effective  control  of  dental 
plaque  and  the  treatment  of  gingivitis  or 
aphthous  ulceration. 

Its  efficacy  has  been  proved  in 
surgeries,  hospitals  and  in  the  home,  and 
confirmed  in  independent  trials. 
Ensure  your  share  of  the  expanding 
oral  hygiene  market  by  counter  prescribing 
the  only  oral  hygiene  products 
backed  by  ICI  research. 
Retail  Price  including  VAT: 

Mouthwash  £1.50. 

Dental  Gel  £1.20. 

PHARMACY  ONLY 
So,  what  do  you  recommend? 


CORSODYL 

(Chlorhexidine  Gluconate) 

An  integral  part  of  oral  hygiene 


Dental  Services) 


Furthei  information  available  from:-  Imperial  Chemical  Industries  PLC 
I'll  ii  maceutiuils  Division  Alderlev  House  Alderlev  I'.irk 
Macclesfield  Cheshire  SK10  4TF  i 
'Corsodvr  is  a  trade  mark  5382  <X9 


Chemists  bounce 
back  after  recent 
losses 


After  the  loss  of  share  in  all  sectors  in  recent 
years,  chemists  are  holding  on  to  what  they 
have  at  present.  Market  trends  seem  to  follow 
the  state  of  the  nation's  teeth,  with  increasing 
interest  in  tooth  sensitivity.  Sales  of  tooth- 
brushes through  chemists  appear  to  be 
increasing.  However,  the  potential  for  real 
growth  lies  in  getting  the  two  thirds  of  the 
population  who  do  not  have  an  effective  tooth- 
brush, to  buy  one. 


THEtott^ECTOR 


Compared  with  1983  and  1984, 
this  year  promises  to  be  a 
relatively  quiet  one  for 
toothpaste. 


JL  otal  UK  advertising  is  expected  to  be 
down  to  around  £15m  for  the  year,  the  level 
it  was  at  in  1982  before  the  leap  to  £22m  in 
each  of  the  two  intervening  years,  as  the 
established  brands  attempted  to  beat  off  the 
challenge  of  high-spending  Crest. 

The  period  1982-83  saw  the  relaunch  of 
almost  every  brand  in  the  market  place. 
There  were  few  changes  in  1984,  but  it  may 
be  that  the  relaunch  merry-go-round  is 
about  to  take  another  turn  this  year,  as 
Macleans  was  relaunched  at  the  beginning 
of  July  {C&D  June  29,  pl328). 

Colgate  say  the  market  has  seen 
consistent  volume  growth  of  around  3  per 
cent  for  the  past  10  years,  and  they  expect 
per  capita  consumption  to  continue  to 
increase  towards  the  levels  found  in 
Germany  and  the  Unrted  States.  Despite 
continuous  pressure  from  the  grocery 
multiples,  Colgate  say  that  chemists  have 
held  on  well  to  their  share  and  currently 
account  for  around  20  per  cent  of  sales. 

The  total  market  is  put  around  £90m  by 
trade  sources,  with  young  families,  who  add 
up  to  less  than  one-third  of  the  UK 
population,  accounting  for  nearly  two  thirds 
of  all  sales. 

The  greatest  demand  is  still  for  better 
protection  against  tooth  decay,  but  demand 
is  increasing  for  better  protection  of  gum 
health.  Between  1968  and  1978,  the 
"toothless"  declined  from  37  to  29  per  cent  of 
the  UK  population,  say  Beecham,  and  this 
has  led  to  a  rise  in  "dental  sensitivity." 
People  are  retaining  teeth  for  longer  and 
though  the  teeth  may  be  healthy  in 
themselves,  unavoidably,  due  to  the  ageing 
process,  many  suffer  from  gum  recession. 

Stafford-Miller  claim  over  a  90  per  cent 
value  share  in  the  sensitivity  sector  for 
Sensodyne.  They  say  that  the  brand  enjoys  a 
98  per  cent  recommendation  by  dentists  as 
their  number  one  choice  for  sensitive  teeth. 
The  boom  in  sensitivity  toothpaste  is  also 
having  benefits  for  the  pharmacist,  say 
Stafford-Miller,  who  put  Sensodyne  top 
seller  in  chemists  with  a  20  per  cent  value 
share. 

The  company  are  spending  £2m  on 
national  television  in  1985  —  the  second  half 
of  the  "thunder  and  lightning"  campaign 
started  on  July  10.  The  company  supports 
this  with  a  high  level  of  promotion  to  the 
dental    profession,    with  year-round 
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advertising,  mailing  and  sampling. 

Colgate  say  their  dental  cream  has  been 
Britain's  best  selling  toothpaste  for  over  25 
years,  with  consistent  24  to  25  per  cent 
shares.  The  company  points  to  the  pump 
dispenser  as  the  major  growth  segment  in 
the  market,  representing  3.5  per  cent  of 
volume  in  1984  and  expected  to  grow  to  at 
least  8  per  cent  this  year.  Colgate  attribute  2 
incremental  share  points  to  the  pack, 
launched  in  April  1984. 

Colgate  are  continuing  heavy 
advertising,  promotional  and  professional 
programmes  this  year,  contributing  around 


a  third  of  the  total  UK  spend. 

Beecham  say  that  the  UK  toothpaste 
market  is  polarised  between  a  buoyant  first 
division  of  giant  brands  —  Colgate, 
Macleans,  Crest  and  Aquafresh  3  —  and  a 
declining  second  division  of  lesser  brands  — 
including  Mentadent  P,  SR,  Signal  and 
Ultrabrite. 

The  Macleans  relaunch  involves  some 
physical  changes  —  a  reduction  in  paste 
density  and  the  introduction  of  child- 
preferred  flavours.  In-store  promotions  are 
running  and  television  advertising  breaks  in 
mid- August. 

Mike  Fensome,  Beecham  Toiletries 
general  manager  says  that  Macleans  was  the 
only  national  UK  brand,  apart  from 
continued  on  pl30 


THETwa*""*  SECTOR 


UK  toothbrush  sales  remain 
static  at  around  60m  units  a 
year  —  one  brush  per  head  of 
population  —  and  £23m  in 
value  terms.  However,  this 
year  chemists  seem  to  be 
bouncing  back. 


Cfhc 


lemist  sales  were  up  24  per  cent  in  the 
first  quarter  of  1985,  say  Jordan  distributors 
Alberto-Culver.  They  now  account  for  12 
per  cent  of  all  sales.  Jordan  sales  in  chemists 
are  up  58  per  cent  on  last  year,  says  the 
company,  giving  the  brand  an  11  per  cent 
share.  A  television  campaign  on  Central, 
Thames  and  TVS  broke  in  June  and  runs 
until  the  end  of  July. 

Stafford  Miller  say  that  professionally 
endorsed  brushes  account  for  56  per  cent  of 
all  sales  in  chemists.  The  company  claims  a 
13  per  cent  value  share  for  Sensodyne, 
putting  them  the  number  two  professional 
brand  behind  Oral-B.  Sensodyne  is  up  28 
per  cent  in  1985,  with  the  new  A-Team 
toothbrush  adding  significant  growth. 

For  their  own  part,  Oral-B  have  also 
been  wooing  the  youngsters  with  Star  Wars 
toothbrushes  introduced  last  August,  and, 
more  recently,  the  Muppets  (C&D  May  11, 
p974).  The  company  also  added  a  new 
professional  brush,  the  Oral-B  32  to  its  range 
in  March. 

Addis  have  not  been  forgetting  the 
children  either.  For  their  Wisdom 
toothbrushes,  they  chose  the  Mr  Men  to 
provide  that  extra  ingredient  to  get  children 
to  brush  their  teeth  regularly. 

Alan  Cosby,  managing  director  of  G.B. 
Kent  says  that  the  traditional  bristle  brush  is 
making  something  of  a  comeback.  "They  are 


effective  for  longer,"  he  says,  "they  just 
soften  with  age  but  keep  their  cleaning 
power;  nylon  tends  to  bend  over  and  doesn't 
do  the  job  properly."  He  says  the  company's 
market  share  has  jumped  back  into  double 
figures  and  is  showing  every  sign  of  growing 
further. 

January  saw  the  launch  of  the  Colgate 
double  action  toothbrush  and  national 
advertising  is  due  to  break  at  the  end  of  this 
month. 

At  the  budget  end  of  the  market,  GB 
Products  claim  their  Jess  range  to  be 
Britain's  biggest  seller.  The  brand  is  being 
supported  throughout  the  year  with 
advertising  in  Woman  and  Woman's  Own. 
Jess  are  currently  offering  a  pre-packed 
parcel  with  a  free-standing  display  unit  at  list 
less  20  per  cent. 

Managing  director  John  Gretton  says 
that  retailers  selling  the  brushes  all  at  one 
price  (£0.35)  will  show  a  profit  of  over  82  per 
cent  on  cost. 


The  A-Team, 
Sensodyne's 
choice  for  child 
compliance 


SECTOR 

CONTINUED 

Aquafresh  3,  to  show  significant  growth  in 
the  past  two  years.  And  the  repositioning  of 
Aquafresh  3  —  three  way  protection  for  all 
the  family  —  has  shifted  the  brand  decisively 
into  the  first  division,  where  it  is  beginning  to 
exert  pressure  on  Crest,"  he  says. 

Beecham  have  also  recruited  a 
"detailing  force,"  a  dentally  qualified  team 
concentrating  on  the  presentation  of 
technical  data  on  sensitivity  and  Macleans 
STF  to  dentists  all  over  the  UK.  Macleans 
STF  currently  has  a  1  per  cent  share. 

The  advertising  war  of  1982-84  also  had 
a  price  cutting  element,  and  the  market 
leaders,  Colgate,  Beecham  and  Proctor  and 
Gamble  have  all  raised  their  prices  in  recent 
months  by  more  than  the  rate  of  inflation. 
Colgate  say  that  the  real  value  of  return  fell 
by  over  18  per  cent  between  1981  and  1984, 
though  toothpaste  sales  increased  from 
£63. 9m  to  £5. 76m  in  the  same  period.  And 
while  promotions  were  valuable  when  they 
represented  genuine  consumer  incentive, 
the  company  believed  that  the  trade  had 
seen  too  many  in  recent  years. 

Elsewhere  in  the  toothpaste  sector,  Ashe 
Laboratories  have  launched  a  strawberry- 
flavoured  baby  toothpaste  gel  under  the 
Punch  and  Judy  name.  The  whole  range  was 
relaunched  at  the  same  time  with  a  smoother 
consistency  and  a  new  orange  flavour  (C&D 
June  1,  pi  130). 

Jeffrey  Martin  say  that  the  stain  removing 
sector  of  the  toothpaste  market  in 
pharmacies  has  increased  by  13  per  cent  in 


Brand                        1985  share  % 

Colgate  Dental  Cream 

25 

Macleans  (Beecham) 

17 

Crest  (Proctor  &  Gamble) 

10 

Aquafresh  3  (Beecham) 

8 

Sensodyne  (Stafford-Miller) 

7 

Gibbs  SR 

6 

Mentadent  P  (Gibbs)  6 

Signal  (Gibbs) 

5 

Ultrabrite  (Colgate) 

3 

Minor  brands  plus  own-label 

13 

Source:  Beecham  Toiletries 

SECTOR 

  *w  1Q84-85  saw 


volume,  and  23  per  cent  in  value  over  the 
past  12  months.  Topol  smoker's  tooth  polish 
has  doubled  its  sales  from  12  to  23  per  cent  in 
the  sector,  putting  it  firmly  into  the  number 
two  position.  Jeffrey  Martin  say  they  expect 
Topol  to  gain  momentum  over  the  next  12 
months,  given  the  annual  advertising 
support  of  £2. 2m,  with  all  advertising 
drawing  attention  to  the  pharmacy  only 
strategy  for  the  brand. 

LRC  Products  are  supporting  Eucryl 
Toothpowder,  claimed  brand  leader  in  the 
sector,  with  a  £1  coin  promotion  running 
until  the  end  of  November.  The  brand  has  a 
48  per  cent  share  and  volume  sales  rise  year 
on  year  by  8  per  cent,  say  LRC.  Further 
offers  are  planned  for  later  in  the  year. 

Clinomyn,  De  Witt's  smoker's 
toothpaste,  got  a  new  look  this  month,  with 
revamped  packaging  and  a  poster 
campaign.  The  posters  use  a  Humphrey 
Bogart  lookalike  to  get  across  the  "white 
teeth  for  smokers"  message. 

David  Thompson  of  Carter-Wallace  says 
Pearl  Drops  is  firmly  positioned  as  a  beauty 
treatment  for  teeth.  Although  it  can  be  used 
on  a  daily  basis,  people  keep  the  product 
alongside  the  toothpaste  in  the  bathroom,  for 
use  when  they  want  to  look  for  their  best. 

"We  are  offering  chemists  a  chance  to 
break  out  of  the  mass  market  of  toothpaste," 
he  says.  "They  need  only  a  small  amount  of 
space  for  this  premium  priced  product." 


iJraun  say  that  1984-85  saw  a  huge 
increase  in  electnc  toothbrush  sales  after  two 

Bryony  Moore,  product  manager,  says 
the  frend  seems  to  be  away  from  the  battery- 
charged  products  and  towards  re 
chargeable  merchandise,  a  sector  Braun 

Consumers  are  taking  much  more 
inter**  in  the  health  of  their  teeth  as  weU .» 
bemgmoreawareofgumdasease  shesays^ 
"Chemists'  prospects  look  good.  Because 
there  is  such  an  increase  in  sales  through 
these  outlets  they  are  showing  a  greater 
wmfngness  to  invest  in  more  expensive 

^at  will  again  be  advertising  pre- 
Christmas  following  the  success  of  then  in 
Sfghtagamstpkque.makesure^uare 

armed  to  the  teeth"  campaign,  last  year,  lh* 
company  also  offers  POS  matenal  in  the 
oTof  leaflets  for  dentist's  ^« 
and  in-store  videos  explaining  the  use  oi 
water  jets  and  toothbrushes. 

Over  the  last  four  years,  Carter- Wallace 
have  concentrated  on  women's  Press 
advertising,  but  Pearl  Drops  is  going  on  TV- 
am  starting  on  July  26  and  running  into 
August.  They  will  also  be  test-marketing  in 
one  area  on  both  Channel  4  and  ITV  later  in 
the  year.  Trial  sizes  packs  retailing  at  £0.23 
will  also  be  available  to  chemists. 


THE  UtaitluM^  SECTOR 


The  mouthwash  market  is 
valued  at  around  £12m  for  1985, 
and  is  roughly  divided  down 
the  middle  between  the 
cosmetic  (fresh  breath)  and 
medical  sectors. 


w 


amer-Lambert  claim  60  per  cent  of 
the  total  market  for  Listermint,  Listerine  and 
Oraldene.  Listermint  introduced  300ml  and 
600ml  sizes  in  June  with  new  graphics  to  give 
greater  on-shelf  impact  and  reinforce  their 
position  as  brand  leader,  the  company  says. 

A  450ml  blue  Double  Amplex  replaced 
the  300ml  bottle  earlier  in  the  year,  bringing 
Amplex's  green  and  blue  mouthwash  range 
into  line.  Sales  of  Double  Amplex  ice  mint 
capsules,  launched  in  January,  have 
exceeded  all  expectations,  say  Ashe 
Laboratories.  And  this  without  affecting 
sales  of  original  for  which  demand  continues 
to  grow. 

The  whole  Amplex  range  is  being 
supported  to  the  tune  of  £500,000  in  the 
women's  Press  and  consumer  offers  are 


planned  for  later  in  the  year. 

Ashe  say  that  demand  for  Gold  Spot  and 
Mint  Cool  continues  to  grow.  The  company 
is  once  more  supporting  the  products,  with  a 
£'/4m  campaign  running  in  women's  and 
general  interest  Press  until  the  end  of  the 
year.  Magazines  carrying  the 
advertisements  include  Cosmopolitan, 
Woman  and  Home,  Fitness  and  TV  Times. 

ICI  say  that  Corsodyl  holds  a  20  per  cent 
share  of  the  therapeutic  market  — 
mouthwashes  for  the  treatment  of  gingivitis, 
ulcers,  stomatitis  —  and  the  brand  has 
grown  40  per  cent  over  the  last  five  years. 


The  repackaged  Amplex  range 
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SECTOR 


Reckitt  &  Colman  and  Stafford- 
Miller  continue  to  control  the 
denture  products  market. 


A  he  cleanser  sector,  worth  about  £23m  to 
£24m  at  rsp,  is  dominated  by  Reckitt  & 
Colman,  who  claim  well  over  half  the  market 
share  for  Steradent.  The  company  says  it  is 
continuing  high  level  support  this  year  with 
a  marketing  spend  of  £800,000.  On-pack 
offers  will  feature  strongly  following  the 
success  of  the  recent  writing  pack  offer  — 
anticipating  a  response  of  37,000,  the 
company  got  140,000  applications.  They  are 
working  on  a  follow-up. 

Stafford-Miller  claim  a  12  per  cent  share 
for  Dentu-Creme,  putting  them  third  behind 
Steradent  and  Superdent.  They  say  that 
brushing  for  just  two  minutes  with  a  specially 
formulated  toothpaste,  like  Dentu-creme,  is 
far  more  effective  at  removing  plaque  and 


Corsodyl  is  the  only  "P"  classified 
mouthwash,     say     ICI,     ideal  for 
the   growing   OTC  trend. 
The    company    says  that 
in  a  trial  at  Guy's  Hospital 
recently,  Corsodyl  came  out  on 
top  of  nine  mouthwashes 
ranked   in   terms  of  anti- 
microbial effectiveness. 

Special  offers  on  both 
Corsodyl  mouthwash  and  gef 
can  be  obtained  from  Care 
Laboratories,    and  leaflets 
explaining  a  variety  of  oral  ; 
problems  are  also  avail- 
able together  with  a  show 
card  inviting  customers 
to  ask  the  pharmacist 
for  advice  on  oral 
hygiene  matters. 

Most  recently, 
Booker  Health  entered 
the  oral  hygeine 
market  with  Veadent 
toothpaste  and  oral 
rinse,  marketed  under 
the  company's 
recently  acquired 
Potter  &  Clarke  brand 
name  (C&D,  June  29, 
P1333). 


stains  than  soaking  with  an  effervescent 
cleanser  for  15  minutes. 

Dentu-creme  is  receiving  £850,000  of 
television  support  over  two  bursts  in  1985. 
Stafford-Miller  say  that  the  brand  got  a  12.5 
per  cent  share  following  the  first  burst  in 
February-March:  the  second  is  under  way 
and  runs  through  into  August. 

Richardson- Vicks  say  that  Denclen 
captures  90  per  cent  of  the  liquid  cleanser 
market.  The  company  is  currently  running 
an  on-pack  bingo  promotion  in  which 
customers  can  win  up  to  £5,000  in  cash. 
Richardson- Vicks  say  the  competition  is  the 
UK's  first-ever  on-pack  scratch  and  reveal 
game.  Advertising  in  The  Sun  and  The 
Mirror  breaks  in  September  and  POS  shelf 
edgers  are  available. 

Stafford-Miller  claim  a  78  per  cent  total 
share  of  the  "buoyant"  £7. 5m  denture 
fixative  market  at  rsp,  with  Super  Wemets, 
Super  Poligrip  and  Dentu-hold  taking  34.5, 
34,  and  10  per  cent  respectively.  The 
company  says  the  three  brands  will  receive 
more  than  £lm  of  advertising  support  in 
1985  —  84  per  cent  of  the  total  advertising  in 

Permasoft  "does  not 
need  even  weekly 
renewal"  say  Dental 
Projects 
Laboratories 


the  sector. 

A  Super  Wemets  Press  campaign  has 
been  running  through  June  and  July,  except 
in  Scotland,  and  a  second  two-month  burst  is 
planned  for  October  and  November.  The 
second  national  television  campaign  of  the 
year  for  Poligrip  is  planned  for  July  and 
August.  Stafford-Miller  say  that  following 
the  first  campaign  in  January  and  February, 
the  brand's  share  rose  to  an  all-time  high  of 
34.7  per  cent. 

A  12p  off  next  purchase  offer  is  planned 
for  Dentu-hold  25ml  size  and  a  combined  on 
pack  offer  with  Dentu-creme  will  be  on  shelf 
in  the  last  quarter  of  the  year. 

Stafford-Miller  say  that  they  will 
continue  their  policy  of  detailing  and 
sampling  to  the  dental  profession  with 
advertisements  in  professional  journals. 
"With  this  comprehensive  package  of 
advertising  and  promotional  support  we 
anticipate  a  record  year  for  all  our  brands." 

Dental  Projects  Laboratories  claim  that 
Permasoft  is  unique  in  the  fixative  market  in 
that  it  does  not  have  to  be  renewed  daily  or 
even  weekly.  The  company  says  that  the 
product  provides  a  perfectly  tight  fit  and 
complete  comfort  for  up  to  six  months. 
Permasoft  has  been  successfully  test- 
marketed  in  the  Scotland  and  the  North  of 
England,  say  Dental  Projects,  and  it  will  be 
launched  nationally  in  the  next  few  weeks. 

The  launch  will  be  supported  by 
advertisements  in  all  national  newspapers, 
backed  up  by  mailshots  to  all  retailers. 

The  company  also  markets  Dentifix,  a  kit 
for  carrying  out  semi-permanent  repairs  to 
plastic  dentures. 


Listermint's  new 
pack  aims  to 
reinforce  brand 
leadership 


MOUTH 

Associat 
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=PSNT  COUNCIL 


40  graduates 
from  Queen  s 
this  year 


Professor  D'Arcy  reported  at  the 
June  meeting  of  the  Council  of  the 
Pharmaceutical  Society  of  Northern 
Ireland  that  his  department  at  The 
Queen's  University  of  Belfast  had 
this  year  produced  40  graduates. 

Four  gained  1st  class  honours,  21 
gained  2nd  class  1st  division,  10  gained 
2nd  class  2nd  division,  4  gained  3rd  class 
and  one  gained  a  pass  degree. 

It  was  agreed  to  aDow  the  Sub- 
Committee  of  Post-Qualilication 
Education  and  Training  of  Pharmacists  to 
use  the  Society's  hall  on  Thursday  October 
31  for  a  mini-symposium:  "Surgical 
dressings  in  clinical  use".  It  was  also 
agreed  to  allow  the  Northern  Ireland 
Homoeopathic  Society  to  use  the  Hall  on 
Monday  October  21 . 

The  following  application  for 


reciprocal  registration  under  the 
agreement  which  exists  between  the  PSGB 
and  Northern  Ireland  was  granted  to 
Martin  John  Hath  way,  Boots  Ltd,  Main 
Street,  Bangor,  Co  Down. 

The  following  applications  for 
registration  as  students  were  granted:  — 
Julie  Patricia  Dallas,  682  Shore  Road, 
Newtownabbey,  co  Antrim;  Linda 
Glenholmes,  74  Granagh  Road, 
Cullybackey,  Ballymena,  co  Antrim; 
David  Simon  Jones,  3  Ridgeway  Park 
North,  Portadown,  co  Armagh;  Annette 
Jamieson  Loughins,  69  Parkmore, 
Craigavon,  co  Armagh;  George  Francis 
McDermott,  1  Camowen  Terrace,  Omagh, 
co  Tyronne;  Helena  Lynne  Martin,  31 
Margretta  Park,  Portadown  BT63  5DF,  and 
Donald  Sloan  Moore,  3  Seaview, 
Warrenpoint,  co  Down. 

Applications  for  recognition  as 
pre  registration  tutors  were  granted  to 
Connors  Chemists  Ltd,  Dungannon  and 
Newry;  V.  Primrose,  Greenisland,  and  R. 
J.  L.  Ryan,  Albertbridge  Road,  Belfast. 

The  President  reported  on  a  recent 
meeting  held  with  representatives  of  Age 


I  Concern  to  view  a  tape/slide  presentation 
on  "Drugs  and  the  elderly".  Age  Concern 
have  asked  for  the  help  of  the  Society  in 
launching  this  presentation  which  will  be  a 
help  to  those  involved  in  the  care  of  the 
elderly. 

A  report  of  the  recent  Education 
committee  meeting  was  given  by  Mr  Kerr. 
The  Council  agreed  in  principle  that  the 
Society  should  arrange  a  two-day 
conference  in  1986.  A  small  committee 
was  formed  to  make  the  detailed 
arrangements. 

In  accordance  with  Byelaw  no  28  the 
following  members  of  Council  are  due  to 
retire  on  the  October  7:  Derek  Corbett; 
Robert  George  Dillion;  Gordon  Walker 
McGlaughlin;  Robert  Hugh  Clarke; 
Thomas  Ignatius  O'Rourke,  and  Cora 
Blakley  Abemethy  Watson. 

PSNI  President,  Dr  J.  G  Swanton, 
expressed  the  sympathy  of  the  Council  to 
the  family  of  Mr  Fred  Moore  who  died  last 
month.  Until  his  retirement  in  the  early 
1960s  Mr  Moore  had  represented  the 
Northern  Ireland  Wholesale  Drug  Trade 
on  the  Society's  Council  for  many  years. 


HE  SUPPORTS  HIMSELF  AND  HE 


MEANS  BUSINESS 

The  Versatile  Safe  Baby  Sitter 
-  A  Sure  Way  To  Boost  Your 
Sales  And  Profits 

The  baby  sitter  is  a  moulded,  semi-rigid 
smooth  plastic  support  with  four  sturdy 
legs,  each  housed  in  a  large  rubber  suction 
cup  which  adheres  securely  to  any  smooth  / 
surface  including  baths. 

Suitable  for  babies  from  six  months 
upwards.  Baby  can  sit  and  play  safely  a 
leaving  mum  with  both  hands  free.  ^ 

ATTRACTIVELY  PACKAGED  AND    -      f  ~ 
EASILY  DISPLAYED  WITH  R.R.P. 
OF  ONLY  £6.50. 

SPECIAL  OFFER.  ORDER  12-GET  ONE  FREE. 
Limited  period  only. 
FILL  IN  THE  COUPON  NOW  OR  RING 
0625  535273.  TELEX  669755  Office  G 
FOR  DETAILS  OF  HIGH  PROFIT  MARGINS. 

Consumer  Advertising  Campaign  in 
leading  National  Young  Family  Magazines 
starts  August.  High  Sales  in  U.S.A.,  Australia 
and  other  European  countries.  So  stock  up 
NOW  to  meet  demand.  Immediate  delivery. 


Please  send  me  details  of  the  Safe  Baby  Sitter 
NAME  POSITION 


ADDRESS 


Send  to: 

The  Sales  Manager, 
Lee  Rom  Manufacturing 
17  Gainsborough  Close,  Wilmslo 
Cheshire  SK9  2NP 


POSTCODE 


Ijel  no  I  fimupciurwig,  coj 


THE  TRIANGLE  TRUST 

The  Triangle  Trust  1949  fund  is  an  independent  charitable 
trust  administered  by  a  Board  of  Trustees.  Its  primary  aim  is 
the  relief  of  hardship  or  distress  in  the  case  of  people  and 
their  dependants  employed  or  formerly  employed  in  the 
pharmaceutical  industry  in  Great  Britain.  Such  relief  may 
include  assistance  with  educational  expenses. 
The  Trustees  will  also  consider  on  their  merits  any  applica 
tions  for  assistance  beyond  the  scope  of  an  employer's 
responsibilities,    concerning    education    or    training  at 
recognised  centres  of  study  for  general  or  special  subjects. 
For  additional  information, 
or  to  apply  for  assistance,  write  to  - 
The  Secretary  Dept  CD 
THE  TRIANGLE  TRUST  1949  FUND 
Clarges  House.  6-12  Clarges  Street 
London  W1Y8DH 


mmmmmmm 


THREE  PROVEN  SALES  WINNERS 

T0RBET0L*  Acne  Solution:  a  non-keratolytic,  bactericidal  solution 
for  spots,  pimples,  and  acne.  Promotes  rapid  healing  by  destroying 
pimple-producing  bacteria,  so  reducing  inflammation  and  clearing  blocked 
pores. 

T0RBET0L*  Shampoo:  the  medicated  treatment  for  all  forms  of  dan- 
druff; scientifically  formulated,  containing  two  highly  effective  germicides 
to  leave  hair  clinically  clean  and  dandruff-free. 

CALSALETTES*  Tablets:  a  natural  laxative  containing  the  pure 
vegetable  extract  Aloin .  Excellent  as  a  long-term  laxative  in  the  treatment  of 
chronic  constipation,  and  just  as  effective  in  short-term  use 

Three  products  available  from  your  local  WHOLESALER  - 
and  soon  to  be  promoted  direct  to  your  customers. 

Further  information  is  available  Irom 

Tor  bet  Laboratories  Ltd 

POBox  71,  Maidstone.  KentMEI5  9QQ  -Trademart 


'   '   --* 
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High  Court 
appeal  lost 


A  London  pharmacy  company  last 
week  lost  its  High  Court  appeal 
against  disqualification  from 
trading  following  court  convictions 
for  selling  medicines  illegally. 

Two  judges  ruled  that  the 
Pharmaceutical  Society's  Statutory 
Committee  had  not  itself  erred  in  law  when 
it  imposed  the  ban  in  May  last  year  on 
Tendbrook  Ltd,  of  25,  Queensway, 
Bayswater,  London  W2. 

Tendbrook,  who  have  since  sold  their 
premises  to  another  company,  argued  that 
the  penalty  was  out  of  line  with  the  "tariff" 
established  by  similar  cases. 

Dismissing  the  appeal,  Lord  Justice 
Stephen  Brown,  sitting  with  Mr  Justice 
Mann,  said:  "It  is  inappropriate  to  refer  to 
tariffs  in  matters  of  this  kind.  All  cases  have 
to  be  considered  on  their  own  facts." 

The  judge  said  Tendbrook  and  company 
director  Mustafa  Ibrahim  both  pleaded 
guilty  at  Marylebone  magistrates  court  in 


February,  1983,  to  selling  Benylin  and 
Codis  while  no  pharmacist  was  on  the 
Bayswater  shop  premises.  The  company 
was  fined  £50  on  each  offence  and  ordered 
to  pay  £100  legal  costs.  Mr  Ibrahim  was 
fined  £25  on  each,  with  £50  costs. 

The  judge  said  "I  find  it  impossible  to 
say  the  Committee  did  not  properly 
exercise  its  discretion.  It  took  all  relevant 
matters  into  account." 

The  court  also  dismissed  a  bid  by 
Tendbrook  to  challenge  the  Committee's 
decision  to  de-register  the  Bayswater 
premises  on  the  basis  that  it  had  no  power 
to  do  so  because  it  had  been  sold  to 
another  company  which  was  not 
disqualified  from  carrying  on  trading  as 
pharmacists. 

The  judge  said  the  challenge  by  way  of 
judicial  review  was  "misconceived". 

He  said  the  company  had  asked  for  a 
review  because  it  stood  to  lose  part  of  the 
selling  price  for  the  premises  —  but  that 
was  not  a  matter  for  this  court. 

Tendbrook  had  lost  direct  interest  in 
the  future  of  the  premises  when  they  sold 
them  and  the  application  would  be 
dismissed.  The  company  was  ordered  to 
pay  the  Society's  legal  costs. 


Treating  mild  BP  helps  strokes 


Treating  all  patients  with  mild 
hypertension  might  prevent  about 
1 ,000  strokes  a  year  in  the  UK. 
according  to  a  large-scale  trial  by 
the  Medical  Research  Council. 

The  trial,  which  has  taken  eight  years 
to  complete,  has  shown  that  if  850  mildly 
hypertensive  patients  are  given 
antihypertensive  drugs  for  a  year  about 
one  stroke  will  be  prevented  but  there  will 
be  no  significant  decrease  in  the 
incidence  of  heart  attacks. 

The  aim  of  the  trial  was  to  find  out  if 


antihypertensive  treatment  is  any  value  in 
symptomless  men  and  women  aged  35-64 
who  have  diastolic  pressures  between 
90-109mm  Hg.  Most  patients  were 
recruited  through  GPs  who  screened  over 
1 2  million  people  to  obtain  the  17,354 
participants  who  provided  over  85,000 
patient/years  of  observation. 

The  patients  were  given 
bendrofluazide,  propranolol  or  placebo. 
Bendrofluazide  seemed  to  be  more 
effective  than  propranolol  in  preventing 
stroke  and,  while  there  was  no  overall 


reduction  in  heart  attacks,  there  was  a 
trend  to  reduction  with  propranolol. 

Members  of  the  MRC  working  party 
which  supervised  the  trial  are  still  unable 
to  give  doctors  any  clear  cut  advice  about 
whether  they  should  treat  patients  with 
mild  hypertension.  Doctors  should  assess 
patients  on  an  individual  basis,  taking  into 
account  other  risk  factors  and  the  possible 
adverse  effects  of  drug  treatment. 

"The  best  advice  is  never  to  start 
smoking,"  commented  chairman  Professor 
Sir  Stanley  Peart.  Bendrofluazide  reduced 
the  stroke  rate  in  both  smokers  and  non- 
smokers;  the  reduction  with  propranolol 
was  in  non-smokers  only. 

About  15-20  per  cent  of  patients 
withdrew  from  treatment  because  of  side 
effects.  On  bendrofluazide  the  most 
common  were  gout  and  impotence  in  men 
and  impaired  carbohydrate  metabolism, 
nausea,  dizziness  and  headache  in 
women.  Men  taking  propranolol  suffered 
mainly  from  impotence,  cold  hands  and 
feet,  breathlessness  and  general  malaise 
while  women  experienced  nausea, 
dizziness  and  lethargy. 

A  million  people  in  the  UK  may  have 
mild  hypertension.  This  MRC  trial  has  not 
proved  conclusively  that  screening,  and 
treating  all  patients  with  mild  hypertension 
would  justify  the  costs  involved. 

I  |  A  recent  study,  reported  in  The 
Lancet,  showed  the  benefits  of  treating 
patients  over  60  who  had  diastolic 
pressures  of  90- 119mm  Hg  and  systolic 
pressures  of  160-239mm.  The  European 
High  Blood  Pressure  in  the  Elderly  trial 
covered  840  patients  in  10  countries  over 
12  years.  The  treated  group,  given 
Dyazide  supplemented  by  methyldopa  if 
necessary,  showed  a  significant  reduction 
(27  per  cent)  in  cardiovascular  mortality 
comprising  a  significant  reduction  in 
cardiac  deaths  and  a  non-significant 
reduction  in  deaths  from  strokes. 


rvCo-codamoi 


DISPENSE 


Medocodene 


(Codeine  Phosphate  Ph  Eur  8  mg 
and  Paracetamol  Ph  Eur  500  mg) 

Another  cost  effective*  product 
from  Medo  Pharmaceuticals. 

*  100  tablets  £2.46    250  tablets  £5.79 


n 


For  details  of  the  bonus  offer  contact  your 
local  Medo  representative  or  ring  0494  772071 

■  Medo  Pharmaceuticals  Ltd  East  Street,  Chesham 
cr  Schwarz  House,  Bucks  HP5  1DG 
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Man  jailed  for 
urine  protest 

Ex-detective  Angus  Mclnnes  has 
been  jailed  for  a  year  for  planting 
bottles  of  Lucozade  contaminated 
with  urine  in  Boots  stores  as  an 
animals  rights  protest. 

Mr  Mclnnes  wanted  to  draw  attention 
to  the  plight  of  animals  suffering  in 
laboratory  experiments,  Glasgow  Sheriff 
Court  heard  on  Tuesday.  The  46-year-old 
former  detective  sergeant  put  out 
statements  warning  of  what  he  had  done  in 
newspapers,  radio  and  television.  But  he 
was  trapped  when  samples  of  his 
handwriting  as  a  police  officer  were 
matched  with  the  writing  in  the  statements, 
signed  Animal  Liberation  Army. 

Mr  Mclnnes,  of  Moirpark,  Partick, 
Glasgow,  admitted  that  on  March  21  last 
while  acting  with  other  persons  he  placed 
Lucozade  bottles  contaminated  with  urine 
in  Boots  shops  in  five  cities. 

The  charge  said  he  caused  alarm  and 
distress  to  two  women  customers  from 
Dundee  and  Inverness  who  bought  them. 

Mr  Mclnnes  also  admitted  issuing 
statements  to  the  media. 

Miss  Louise  Cumming,  prosecuting, 
said  the  contaminated  bottles  had  been 
marked  with  a  cross  and  from  two  bottles 
delivered  to  Scottish  Television  and  the 
BBC  it  was  evident  that  they  had  been 
contaminated. 

Mr  Charles  Boag  Thomson,  QC, 
defending,  said  Mr  Mclnnes  was  worried 
about  the  suffering  of  animals  in 
laboratories  and  wanted  to  gain  publicity 
for  his  cause.  He  now  accepted  the  plan 
was  misguided. 

Jailing  him  Sheriff  Charles  Smith 
described  it  as  "a  disgusting  crime 
designed  to  sicken  and  coerce." 


The  NI  youth 
experience 

We,  the  Young  Pharmacist's  Group  of 
Northern  Ireland,  would  like  to  give  a  brief 
account  of  our  achievements  since  our 
formation  in  March  1984. 

Having  established  the  constitution 
and  various  official  business  matters 
related  to  the  setting  up  of  a  new  group, 
the  committee  set  about  working  towards 
the  objectives  of  the  Group. 

To  attract  the  interest  of  young 
pharmacists  we  decided  it  would  be 
beneficial  to  arrange  educational-social 
type  functions.  This  we  did  with 
sponsorship  from  the  pharmaceutical 
industry.  Ciba  and  Janssen  have  been 
among  the  first  to  step  to  our  aid  and 
together  with  carefully  chosen  guest 
speakers  we  have  been  able  to  organise 
well  supported  meetings.  This,  we  feel,  has 
encouraged  young  pharmacists  to  become 
more  involved  in  the  education  and  affairs 
of  their  profession.  At  our  recent  annual 
general  meeting,  which  proved  a  large 
success,  we  were  over-subscribed  with 
nominations  for  election  to  the  committee. 
(C&D  June  1,  P1145  and  June  8,  pll73). 

The  Pharmaceutical  Society  of 
Northern  Ireland  take  a  great  interest  in 
the  YPG  and  have  helped  us  in  various 
ways  including  advice,  postage,  use  of 
rooms,  etc.  The  Council  have  invited  our 
chairman  and  secretary  to  sit  at  their 
meetings  on  several  occasions.  The  sub- 
committee on  post-qualification  education 
and  training  have  co-opted  a  YPG 
committee  member  for  a  second  year. 

We  hope  to  continue  to  encourage  the 
young  practising  pharmacist  to  actively 
involve  him/herself  in  postgraduate 
education  programmes.  As  our  Group 
grows  we  would  also  hope  to  add  strength 


to  the  voice  of  the  profession  as  a  whole. 

Finally,  I  hope  this  information  will 
give  inspiration  to  those  who  are  setting  up 
a  similar  group  elsewhere. 
Mrs  L.  Anderson 
Secretary,  YPGNI 


Controls  for 
superintendents 


Calling  all  superintendent  pharmacists 
employed  by  bodies  corporate  who  are  not 
company  directors. 

I  am  presently  compiling  a  dossier  in 
'  order  to  bring  about  changes  under  the 
Medicines  Act  1968  that: 
1)  A  superintendent  pharmacist  must  be  a 
director  of  the  company.  2)  A  power  of 
veto  be  given  to  a  superintendent 
pharmacist  to  control  the  action  of  a 
company  on  matters  relating  to 
professional  conduct. 

I  would  appreciate  the  comments  of 
fellow  pharmacists  about  such  a  change. 
Please  send  your  points  of  view  in  strictest 
confidence  to  me  at  46  Lordship  Lane,  East 
Dulwich,  London  SE22  8HJ. 
Ashwin  Tanna 
London 


Psoriasis  news 


The  Psoriasis  Association,  the 
Pharmaceutical  Society  and  ourselves,  are 
co-operating  in  a  scheme  to  provide 
pharmacists,  and  ultimately  the  public, 
with  more  information  on  psoriasis. 

Basically,  I  would  like  to  hear  from 
pharmacists  on  what  information  they 
would  like,  what  form  the  scheme  should 
take,  and  any  comments  on  the  best  way  of 
presenting  the  information. 
Joy  Taylor 

Product  manager,  Thames  Laboratories. 


^HEM 


'85  LONDON 


The  National  Retail  Chemists  Exhibition 

EARL'S  COURT  SEPTEMBER  15-17 1985 


Chemists  and  allied  retailers  can  apply  for  free  tickets  from: 

TRADES  EXHIBITIONS  LTD  Exhibition  House,  Spring  Street  London  W2  3RB.Tel:  01-262  2886. Telex:  25271  (Kenwod)  G.Trafairs. 
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IEATSON      GLASS      MAKES      BRAND  LEADERS 


Bangers  (NI)  buy  Belfast 
Barclays  for  just  £2m 


Sangers  (NI),  a  consortium  of  retail 
pharmacists  from  the  Province, 
have  bought  Barclays'  depot  at 
Newtownabbey.  They  paid  just  £2m 

—  a  price  based  only  on  the  value 
of  Barclays'  assets  there. 

The  Barclays  business  in  Northern 
Ireland  also  includes  an  agency  operation 

—  dealing  mainly  in  health  food  and 
herbal  lines  —  and  dental  suppliers 
Duncan  Stewart.  Total  turnover  for  the 
three  is  around  £12m. 

Mr  White  says  the  depot  will  continue 
to  trade  as  a  separate  entity,  to  be  known 
as  Barclays  (NI).  It  will  be  headed  by 
Dennis  Kerr  as  managing  director.  Mr 
Kerr  is  currently  general  manager  of  the 
branch.  The  70  staff  there  will  all  be  kept 
on,  says  Sangers. 

"The  deal  will  give  us  greater  buying 
power,  greater  control  of  the  market  and 
better  profits  for  our  shareholders"  says  Mr 
White.  Vestric  at  Belfast  are  now  Sangers 
(NI)'s  only  real  competition,  he  goes  on, 
meaning  pharmacists  in  Northern  Ireland 
now  control  most  of  the  Province's 
wholesaling  network.  "You're  as  well  to 
have  your  finger  in  your  own  pie"  is  how 
Mr  White  put  it. 

The  deal  first  began  to  look  possible 
three  or  four  months  ago,  when  Sangers 
made  their  initial  approaches  to  Barclays 
and  parent  company  Dixons.  The  final 
selling  price  has  yet  to  be  completely 
fixed,  with  stocktaking  now  in  progress. 
But  it  will  be  between  £1.9m  and  £2.1m. 

"We're  really  only  paying  for  their 
stock,  vans  and  premises"  Mr  White 
explains.  "We're  giving  nothing  for 
goodwill." 

Mike  Hennessey,  managing  director  of 
Barclays  and  also  a  Dixons  director,  says 
he  is  happy  with  the  deal.  "It  was  a  good 
offer.  It  met  our  criteria  for  the  disposal  of 
the  business.  Pharmaceutical  wholesaling 
isn't  Dixon's  mam  business,  and  Northern 
Ireland  is  right  out  on  a  limb  anyway. 

"Newtownabbey  is  a  profitable 
business  —  it  would  have  continued  to 


trade  indefinitely  if  we  hadn't  sold  it." 

Asked  whether  the  decision  to  sell 
came  from  Barclays  or  Dixons,  Mr 
Hennessey  replied  he  had  made  the 
decision  as  a  representative  of  both 
companies.  "I  know  the  decisions  I'm  free 
to  take,  and  this  became  a  natural  move. 

"Grimsby  will  not  be  closed  in  the 
foreseeable  future"  he  adds.  "I  can't  say 
definitely  that  we  won't  ever  sell  it.  All  I'm 
saying  is  that  closure  doesn't  come  into  it." 

Barclays'  current  customers  at 
Newtownabbey  can  expect  the  same 
service  from  the  new  company,  say 
Sangers  (NI).  There  should  be  no 
duplication  of  facilities  following  the  buy, 
as  Sangers  and  Barclays  are  at  opposite 
ends  of  Belfast. 

Unichem  interim 
sales  up  20pc 

Unichem's  first-half  sales  rose  20  per 
cent  to  reach  £2 10m  in  the  six 
months  to  June  31 . 

"This  is  particularly  pleasing,  bearing 
in  mind  the  impact  which  limited  list 
prescribing  has  had  on  the 
pharmaceutical  industry  this  year"  says 
managing  director  Peter  Dodd. 

"A  full  year  forecast  is  difficult  to 
make.  The  uncertainty  caused  by  the 
recent  High  Court  ruling  against  the 
DHSS  has  renewed  concerns  over  parallel 
importation  of  drugs  into  the  UK. 
Regardless  of  the  outcome,  we  are 
confident  Unichem  can  adapt  as 
necessary." 


Retail  prices 

The  Department  of  Employment  retail 
prices  index  for  all  items  reached  376.4  in 
lune  (January  1974  =  100).  This  represents 
an  increase  of  0.2  per  cent  on  May  (375.6) 
and  an  increase  of  7  per  cent  on  June  1984 
(351.9). 


Breen  Bryan  Lawrie  &  Dempsey,  a  new 
advertising  agency,  have  been  sending 
out  these  ringed  posters  —  complete  with 
darts  —  to  drug  companies  effected  by  the 
limited  list.  "Here's  one  way  of  hitting 
back,"  they  say.  "Not  as  effective  as 
coming  to  us ,  but ..." 


Solport  bought 
by  US  company 


The  American  Jung  Corporation 
have  bought  Solport.  Jung's 
business  is  in  the  same  areas  as 
Solport's.  with  markets  in  medical 
and  surgical  goods,  sports 
accessories  and  home  healthcare. 

The  acguisition  will  allow  Jung  to 
expand  their  distribution  in  Europe. 
Solport  will  also  act  as  Jung's  base  to 
consider  future  acquisitions. 

Jung's  greater  research  and 
development  facilities  should  allow 
Solport  to  expand  their  operation, 
according  to  Ralph  Stevens,  managing 
director  of  the  UK  company. 

"We  have,  for  the  past  18  months,  been 
distributors  of  Jung's  Futuro  health 
supports  to  the  chemist  trade.  We  now 
plan  to  manufacture  these  products  at  our 
factory  in  West  Sussex,"  he  says. 

Solport,  together  with  their  former 
holding  company  Litepeel,  will  now  be 
owned  by  Jung  GB. 

Jung  GB's  directors  are  Bob  Conway, 
from  the  USA  and  Britain's  Dennis 
Hatchett,  David  Jones  and  Ralph  Stevens. 

Solport's  new  board  consists  of  Bob 
Conway  as  chairman,  Ralph  Stevens  as 
managing  director,  and  three  other  board 
members  from  the  USA. 


CARNATION 

Corn  and  Callous  Caps  that  are  asked  for  by  name. 

Cuxson,  Gerrard  &  Co  (Dressings)  Ltd.,  Oldbury,  Warley,  West  Midlands  B69  3BB 
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Lord  Young's  80  ways  to  make 
life  simpler  for  small  business 


This  week's  proposals  from  Lord 
Young's  Enterprise  Unit  aim  to  cut 
red  tape  for  small  business  in 
nearly  80  different  areas.  "Lifting 
the  Burden"  also  wants  to  see  a 
permanent  watchdog  body  to  look 
at  the  cost  of  new  legislation. 

The  White  Paper  —  a  statement  of 
Government  policy  —  recommends 
change  in  areas  ranging  from  planning 
law  to  VAT,  and  from  price  marking 
controls  to  Statutory  Sick  Pay. 
Planning:  Lord  Young  stresses  the 
importance  of  making  it  easier  to  get 
planning  permission,  and  relaxing  change 
of  use  controls. 

VAT:  The  Government  has  run  into 
problems  with  its  plans  to  increase  the 
entry  point  for  VAT  from  the  current 
£19,500  to  £50,000,  as  Common  Market 
agreement  will  be  needed  before  any 
changes  can  be  made.  Negotiations  will 
continue,  however. 

Form-filling  on  VAT  will  be  made 
simpler  for  retailers,  it  is  promised,  and  the 
option  for  traders  to  make  monthly 
payments  extended. 
PAYE  and  National  Insurance:  The 
criteria  for  deciding  whether  a  person  is 
self-employed  or  an  employee  will  be 
clarified,  with  closer  liason  between  the 
DHSS  and  Inland  Revenue  to  prevent 
duplicate  visits  by  inspectors  also 
promised. 

DHSS  practices  are  to  be  given  a 
shake-up,  in  order  to  cut  down  on  the 
number  of  National  Insurance  enquiries 
made  to  employers. 

Statutory  Sick  Pay:  The  Government  is  to 
look  at  ways  of  allowing  small  employers  to 


opt  out  of  the  scheme  —  a  move  backed  by 
the  National  Federation  of  Self  Employed. 
Health  &  Safety:  An  HSC  commissioner 
will  be  assigned  to  represent  the  interests 
of  small  firms. 

Employment  Law:  The  restrictions  on 
women's  working  hours  are  to  be 
abolished. 

Company  Law:  The  DoTI  will  bring  in  a 
single  requirement  to  control  filing  of 
company  returns  and  accounts.  This  will 
replace  the  current  assortment  of 
regulations.  The  Department  will  also  look 
at  other  ways  of  easing  audit  and 
accounting  regulations  for  small 
companies. 

Consumer  Low:  The  Price  Marking 
(Bargain  Offers)  Order  will  be  repealed, 
and  replaced  with  a  new  general 
prohibition  on  misleading  price 
information,  backed  by  a  statutory  code  of 
practice. 

A  new  general  duty  on  product  safety 
is  to  be  brought  in,  allowing  Government 
to  reduce  and  simplify  the  existing 
regulations. 

The  Enterprise  Unit  will  also  be 
responsible  for  improving  access  to  the 
DoTI's  information  service  for  small  firms. 
This  will  be  done  by  rethinking  their 
literature  and  setting  up  a  network  of  "one 
stop"  advice  centres. 

The  costings  task  force  will  be 
supported  by  a  system  of  compliance  cost 
assessment  in  individual  Departments. 

Lord  Young,  whose  proposals  follow 
the  Government's  "Burdens  on  Business" 
report,  describes  his  proposals  as  a 
package  which  "begins  to  lift  the 
unnecessary  and  costly  burdens  that  fall 
on  business  in  this  country". 


Save  our  shops 
say  councils 

Any  legislation  to  reduce  the 
restrictions  on  Sunday  trading  must 
contain  safeguards  for  the  village 
shopkeeper,  say  the  National 
Association  of  Local  Councils. 

They've  written  to  Home  Secretary 
Leon  Brittan  telling  him  that  sweeping 
away  all  regulation  would  force  many 
owner-managed  small  shops  to  close,  as 
the  focus  of  retailing  moves  further 
towards  large  town-centre  stores. 

The  NALC  have  no  specific 
suggestions  for  safeguards,  but  say  they 
will  go  back  to  their  44  member 
associations  if  Mr  Brittan  indicates  he 
needs  more  information  on  how  village 
stores  can  be  protected. 


Chemist  lines 
score  for  chains 

Drugs.  OTC  medicines  and 
toiletries  account  for  around  9  per 
cent  of  sales  in  multiple  stores, 
according  to  the  latest  Key  Note 
report. 

Key  Note  show  the  seven  chains  they 
looked  at  —  with  total  sales  of  over  £7bn  in 
1983/4  —  took  30.6  per  cent  of  sales  in 
these  categories  in  1982.  The  seven  groups 
have  2,948  outlets  between  them. 

Only  clothing  lines  contribute  a  larger 
share  of  multiples'  turnover  than  chemists 
goods,  say  Key  Note. 

Boots  come  out  top  o£  the  table  with 
their  1,000  plus  outlets.  They  also  spent 
more  on  advertising  than  any  of  the  other 
stores  covered. 


-  ■COMING  EVENTS ■» 


Numark  training 
in  September 

Numark.  in  conjunction  with 
Kimberly-Clark,  are  organising 
training  sessions  for  Numark 
chemist  assistants,  starting  in  mid- 
September. 

The  accent  will  be  on  sanpro  products 
together  with  facial  tissues,  and  the  day's 
programme  will  cover  physiology, 
knowledge  of  products  available  to  the 
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consumer,  giving  advice,  beauty  hints  and 
selling  and  merchandising  techniques. 
The  first  two  courses  will  be  held  in  the 
Bradford  Chemists'  Alliance  and  E.H. 
Butler  franchised  areas. 

Further  dates  will  depend  on  the 
franchise  wholesalers,  say  Numark.  The 
courses  will  be  free,  but  there  may  be  a 
nominal  booking  fee  repayable  on  the  day 
itself.  With  a  minimum  of  12  and  maximum 
of  20  places  available  on  each  course, 
Numark  say  it  is  important  that  those  who 
book  turn  up.  Applications  will  be 
on  a  first-come,  first  served  basis,  and 
Numark  expect  demand  to  be  high. 


Advance  information 

12th  Lincolnshire  Pharmaceutical  Conlerence:  Swiss  Suite, 
Moor  Lodge  Hotel,  Branston,  Lincoln,  September  22  Mr  Jim 
Bannerman,  past  president,  Pharmaceutical  Society  of  Great 
Britain,  on  "As  others  see  us"  and  Dr  Michael  Wilson,  chairman 
ol  the  Genera]  Medical  Services  Committee,  on  "As  we  see 
you  "  Applications  by  September  2  Details  Irom  Keith  Swann, 
Dixons  Chemist,  194  High  Street,  Lincoln  LNS  7AL  (lei:  0522 
24281  (work)  or  0522  790315  (home)). 

College  oi  Pharmacy  Practice  Area  4.  Postgraduate  Medical 
Centre,  Clatterbndge  Hospital,  Wirral,  November  24  Morning 
session  —  "Standards  of  professional  conduct  and  practice," 
afternoon  session  —  "Formulation  and  presentation  of 
medicine." 

Sunday,  July  28 

Weleda  open  day,  Heanor  Road,  Ilkeston,  Derbyshire, 
10. 30am- 5  30pm  Includes  talk  by  a  homoeopathic  doctor,  a 
vet,  and  Weleda's  chief  pharmacist,  and  skin  care 
demonstrations 
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Grocers'  sales  growth  still  ahead 


Grocers'  sales  of  toiletries  and 
OTC  medicines  again 
outstripped  those  in  pharmacies 
and  drugstores  in  the  first  four 
months  of  this  year. 

Nielsen  statistics,  which  do  not  look 
at  Boots,  show  sales  volume  for  grocery 
outlets  up  25  per  cent  in  March/April, 
compared  to  the  same  period  last  year, 
while  pharmacies  and  drug  stores 
could  manage  an  increase  of  only  7  per 
cent.  Figures  for  January/February 
show  grocers'  sales  up  27  per  cent, 
compared  to  the  pharmacy  sector's  6 
per  cent. 

The  picture  is  no  more  cheerful 
when  it  comes  to  sales  value.  Here, 
grocers  show  growth  of  32  per  cent  in 
each  period,  while  pharmacies  and 
drug  stores  show  increases  of  only  11 
and  13  per  cent. 

Pharmacy  outlets  saw  stock  volume 
rise  by  3  per  cent  in  January/February 
and  1  per  cent  in  March/April. 
Grocers'  stocks  were  up  by  2  per  cent 
and  3  per  cent. 

Unit  sales  for  the  items  in  Nielsen's 
pharmacy  categories  rose  5  per  cent  in 
January/February  and  March/April. 
Sales  were  more  healthy  in  cash  terms, 
with  increases  of  10  per  cent  and  13  per 
cent. 

When  also  including  grocery 
outlets,  Nielsen  show  a  17  per  cent 
increase  in  volume  sales  in  the  first  two 
months  of  the  year,  followed  by  a  16  per 
cent  increase  in  March/April.  Cash 
sales  rose  22  and  23  per  cent. 

Trade  stocks  in  each  index  are 
much  the  same.  Drug  outlets  have 
increased  stocks  by  1  per  cent  in 
January/February  and  by  2  per  cent  in 
March/April,  while  food  stores  upped 
stocks  by  2  per  cent  each  time. 


Nielsen's  drug  index  looks  at:  acne  and 
aftershave  preparations,  artificial 
sweeteners,  baby  rusks,  cough  and  cold 
remedies,  cough  and  cold  pastilles  or 
lozenges,  denture  cleaners  and  fixatives,  eye 
preparations,  hair  colourants,  colour 
restoratives  and  conditioners,  liquid 
antiseptics,  mouth  fresheners,  multivitamins, 
nasal  sprays  and  drops,  nerve  tonics,  oral 
lesion  preparations,  powdered  baby  milks, 
slimming  aids,  baby  food  and  vapour  rubs. 


Nielsen's  food  index  looks  at:  air  fresheners, 
baby  napkins  and  syrups,  bath  preparations, 
blackcurrant  health  drinks,  cotton  swabs, 
external  deodorants,  first  aid  dressings,  hair 
setting  agents,  hand  preparations, 
indigestion  remedies,  oral  analgesics,  razor 
blades,  sanitary  towels  and  tampons, 
shampoos,  toothbrushes  and  toothpastes. 


MARKET  TRENDS 
PERCENTAGE  CHANGE  ON  ONE  YEAR  AGO 


PHARMACIES  &  DRUG  STORES 

22  PRODUCT  CLASSES  -  DRUG  INDEX 


PHARMACIES.  DRUG  STORES  &  GROCE 

1 7  PRODUCT  CLASSES  -  FOOD  INDEX 
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lassifie: 


Poat  to 

Classified  Advertisements, 
Chemist  &  Druggist, 
Benn  Publications, 
Sovereign  Way,  Tonbndge, 
KentTN9  1RW 
Telephone  Tonbndge  (0732) 
364422,  Telex  95 132, 
Ring  Paul  Crouch  ext 
272  for  further  information 


Publication  date 

Every  Saturday 
Headings 

All  advertisements  appear  under 
appropriate  headings 
Copy  date  4pm  Tuesday  prior 
to  publication  date. 
Cancellation  deadline 
5pm  Monday  prior  to 
publication  date. 


Appointments 


BUYER 

REQUIRED  BY  WHOLESALE 
CHEMISTS  TO: 

Control  computerised  ordering 
system. 
Negotiate  with  suppliers. 
Assist  in  planning  promotions  to 

customers. 
Administer  price  list  order  form. 
Salary  in  region  of  £9,000  +  car  and 
pension  benefits  according  to 
experience. 

Apply  in  writing  to:  — 
MR.  D.C.  PONTING 
E.H.  BUTLER  &  SONS  LTD 
47  MORRIS  ROAD,  LEICESTER 
 LE2  6BS.  


FREELANCE,  SEMI-RETIRED 
OR  RETIRED 
MEDICAL 
REPRESENTATIVES 

REQUIRED  IN  ALL  AREAS. 
FLEXIBLE  HOURS.  GOOD 
PROSPECTS. 

CONTACT 
BOX  C&D3122 


Display  /  Semi  Display 

£1 2.50  per  single  column 
centimetre,  min  30mm.  Column 
width  42mm. 
Whole  Page  £1 100.00 
(260mm  X  180mm) 
Half  Page  £570.00 
(125mmX  180mm) 
Quarter  Page  £320.00 
(1 25mm  X  88mm) 


Box  Numbers  £2  50  extra 
Available  on  request 

All  rates  subject  to 
standard  VAT. 


Agents 


AGENTS 
REQUIRED 

One  of  the  U.K.'s  leading 
manufacturers  of  natural  medicines 
requires  reputable  agents  to  promote 
their  products  in  retail  pharmacies  in 
East  and  West  Midlands  and  North  of 
England. 

Apply  in  full  details 
BOX  C&D  3123 


AGENTS 

URGENTLY  REQUIRED 

in  the  South/South  West  and  South 
Wales  to  sell  a  fast  moving  yet 
unusual  line. 

BOX  C&D  3124 


Business  for  Sale 


BRECON 
BEACONS 
NATIONAL 
PARK 

Drugstore  with  freehold  flat  and  branch 
Dental  Surgery  (let).  No  Pharmacy  within  8 
mile  radius.  Freehold  to  include  3 
bedroomed  C.H.  Flat  +  Dental  Surgery. 

£65,000  Tel:  0874-711163  or  0874  2062 
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^giSHOPPITTI NO  LTD 

Attractive  modular  shopfittings  at 

competitive  prices. 
For  a  new  perspective  in  pharmacy 
design. 


Telephone:  0392  218608 

Unit4B,  Grace  Road,  Marsh  Ba 
Exeter,  Devon 


LEXDRUM 

0626834077 

WE  PROVIDE  A  PROFESSIONAL 
SHOPFITTING  SERVICE  FOR  THE 
RETAIL  PHARMACY 

LEXDRUM  STOREFITTERS 

Chappie  Rd,  Bovey  Tracey,  Devon. 

<iiPl  0626834077 


C 


SHOPFITTERS  FOR 
THE  PHARMACY 


Lux  Line 

REFITS,  NEW  INSTALLATIONS,  CEILINGS, 
SHOPFRONTS,  ELECTRICAL,  FINANCE.  NPA  & 
NUMARK  APPROVED 
SO  CONTACT  US  NOW. 
LUXLINE  LTD 

8  COMMERCE  WAY,  LEIGHTON  BUZZARD,  BEDS 

TEL:  0525-381356   


shanFikkm 


0761  418941 


Creators  and  Manufacturers  of  Individual 
Environments  fof ihecProfessionalcPhafmacy 


.     SALES  OFFICE:  HALLATR0W  ROAD.  PAULT0N,  AVON 


Quality  and  original  Continental  Systems  plus 
total  package  NPA  recommended  NO  system 
matches  UMDASCH  for  quality. 

Prices  pleasantly  competitive.  See  for  yourself 
.  .  .  there's  no  obligation. 

Apeiis  Systems  Ltd 
Unit  P,  Kingsway  Trading  Estate, 
Kingsway,  Luton,  Bedfordshire. 
Ring  Luton  (0582)  4571 1 1 

NOW! 


Stock  for  Sale 


425  HARROW  ROAD 
LONDON  W104RE 


Tel:  01-960  5752 
<Q>il-%0  03319 
Telex:  8813271 


Stockists  of  probably  the  best  range  of  French  and  English 
perfumery  around. 

•  Special  terms  for  group  buyers. 

•  Express  delivery  service  throughout  UK  and  Northern  Ireland. 

•  Many  special  offers  including  Kodak  and  Tudor  films, 
photographic  flash  and  chemist  sundries. 


For  our  current  price  list  please  ring  01-960  5752.  Personal  callers 
most  welcome.  Ample  parking  •  Open  Sundays  10am-2pm. 


JUST  PERFUMES 

457B  ALEXANDRA  AVENUE,  HARROW, 
MIDDX  HA29RY 
TEL:  01-868 1263 


Largest  selection  of  branded  perfumes  in  the  UK. 
Nationwide  delivery  service,  callers  welcome. 

Open:  —  Mon-Fri  9.00am-6.00pm 
Sun  10.00ant-2.00pm 


PERFUMES 


£25  FREE  PERFUMES 
ON  EACH  £300  SPENT  AT 
OUR  SHOWROOM. 

TELEPHONE  FOR  A 
PRICE  LIST. 


WEST  LONDON  LTD 
397  Acton  Lane, 

umm  m 

01-993  6409 


Stock  Wanted 


Wanted 


FRENCH  AND 
ENGLISH 
PERFUMES 

Wanted  for 
home  and 
export.  We 
guarantee 
discretion  and 
confidentiality. 
Any  quantity 
large  or  small. 
Prompt 
payment. 

FGM  COSMETICS  LTD 

061-833  9652  or 
telex  665941  FGM  G 


UNITED  KINGDOM 
COMPANY 

is  seeking  to  purchase 
pharmaceutical  and 
cosmetic  manufacturing 
concern.  Pharmaceutical 
product  licences  or 
distribution  rights  also 
required. 

REPLY  TO 
BOX  C&D  3125 


!  Labels 


Orders  dispatched 
within  14  clays  at 


Phone 
Amanda 
now  on* 

051- 

236  9436 

17-19  Gascoyne  St. 
Liverpool  L36BS. 
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Professional  Prescription 
Computer  Labelling 


IT  MAY  BE  WORTH  £500!  IN  THE 
RICHARDSON  RESCUE  SCHEME 

When  you  buy  a  now  Richardson  Disc  system,  we  will  give  you  a  trade-in  allowance  of  UP  TO  £500  against  your 
old  Libeller.  We  will  even  give  vou  a  generous  price  for  a  typewriter,  to  enable  you  to  acquire  the  system  with  an 
unrivalled  reputation  for  quality,  speed  and  ease  of  use. 

Don't  be  put  off  by  your  previous  experience  of  computer  labellers  -  there  is  a  world  of  difference  between  the 
Richardson  system  and  the  rest  -  and  if  you  would  like  to  see  this  lor  yourself,  please  telephone  our  Sales  Office 
and  ask  tor  a  demonstration  ~  ~ 


John  Richardson  Computers  Ltd 


FREE  VAT  & 
WAGES  Programs 


Unit 337,  Walton  Summit.  Bamber  Bridge,  Preston,  Lanes  PR5  8AR.  T  el:  (0772)  323763 

U  K  Mainland  prices  ini  IwJing  I11"-  NPA  Rebate  I  assette  Systems  from  OW5. 1  'is.  Systems  Irom  I  10 1 5 


Ti 


'Aff£  A  PARK  COMPUTER  LABELLER  ON  14  DAY  FREE  TRIAL 


'AND  FIND  OUT  HOW  GOOD  IT  IS 


THEN  YOU  CAN  TRADE  IN  YOUR  OLD 
COMPUTER  OR  TYPEWRITER 

Contact:  David  Coleman  or  Mike  Sprince,  MPS 
PARK  SYSTEMS  LTD., 
17-19  Gascoyne  Street,  Liverpool  L3  6BS 
Tel:  051.  236  9438. 


A 


FREE  OFFER 

To  all  Epson  HX20 
owners. 

Let  Orange  Computers  help  you  and 
save  £11 7.00. 

Orange  Computers  is  offering  a  special 
scheme  with  free  maintenance,  free 
tape  drives  and  other  benefits  when 
you  adopt  our  well  known  NPA 
recommended 
Ora Label  Computer  Labelling  System. 

Ring  for  details  on 
0565  501 16/53417  or  write  to 

Orange  Computers  Ltd, 
Ruskin  Chambers,  Drury 
Lane,  Knutsford,  Cheshire 
WA16  6HA. 


Import/Export 


B.R.  LEWIS  CHEMISTS  LIMITED 
PHARMACEUTICAL  WHOLESALERS 

*  EEC  IMPORTS 

*  UK  GENERICS 


Long  established  reliable  and  ethical  service.  Highly 
competitive  discounts.  Founder  member  of  the 
Association  of  Pharmaceutical  Importers 

Dartford  (0322)  349212/331621 
Wheatley  Terrace  Road,  Erith,  Kent 
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PARK  SYSTEMS  COMPUTER  LABELLERS 


SYSTEM  500  £650.00  SYSTEM  700  £895.00 
AND  THE  NEW  DISK-BASED  SYSTEM  800  - 
ONLY  £1195.00. 

■  All  systems  NPA  approved. 

■  Prices  include  a  10%  NPA  rebate,  and  are 
exclusive  of  VAT 


Packs/Labels 


Perfectly  matched  English 
language  packs  available  for 
all  parallel  imports.  Take  the 
trouble  out  of  your  re-labelling 
and  let  our  experts,  MPA  in 
Hamburg,  West  Germany  do 
the  job  for  you. 


•  Total  confidentiality 

•  Quality  control  assured  — 
factory  with  DHSS  approval 

•  Sample  and  details  on  request 
from  our  UK  Agents:— 


TOWNENDALE 


PO  BOX  53 
HARROGATE 
HG1 5BD 

Tel:  0423  62593 
Telex:  57439 
MATOWN  G 


QQ 


ASSOCIATION  OF 
PHARMACEUTICAL 
IMPORTERS 


PEOPLE 


Tanna  pays  out 
£3,000  reward 

Ashwin  Tanna,  who  organised  a 
£3.000  reward  to  catch  a 
policeman's  attacker,  has 
announced  that  the  money  is  to  be 
paid  to  an  informer  whose  identity 
is  not  being  revealed. 

Christopher  Ogleton  was  sentenced  to 
nine  years'  youth  custody  for  stabbing  PC 
George  Hammond  during  a  sweet  shop 
robbery  in  January.  Local  traders  and 
businessmen  raised  the  reward  money  at 
Mr  Tanna's  suggestion  —  the  excess  £365 
raised  is  to  go  to  the  Dulwich  hospital's 
kidney  patients'  association  appeal. 

Mr  Tanna  said  he  was  "proud"  to  have 
fulfilled  his  aim.  "The  robbery  happened 
in  a  businessman's  shop.  It  could  have 
been  my  shop,  or  anybody's.  I  detest 
criminal  violence  and  would  do  the  same 
thing  if  it  happened  again." 

Live  Aid  II 
from  Tenterden 

The  Live  Aid  appeal  received  at 
least  one  helping  hand  from  a 
pharmacy  on  July  13. 

Lesley  Renwick,  MPS,  of  the  Co-op 
pharmacy  in  Tenterden  decided  to 
entertain  customers  by  setting  up  a 
television  set  while  the  Wembley  concert 
was  being  broadcast. 

So  that  visitors  could  show  their  thanks 
for  the  musical  interlude,  a  collecting  tin 
was  set  out  for  donations  to  the  Ethiopian 
fund.  The  end  result  was  another  £50 
towards  the  appeal.  "The  idea  just 
occurred  to  me  as  I  was  going  to  work," 
said  Lesley.  "The  manager  of  a  local  Radio 
Rentals  lent  us  the  set  and  with  the  doors 
open  and  music  blaring  out,  we  attracted  a 
good  deal  of  attention." 


Three  in  a  row 

Pharmacists  from  Bumley  have  scored  a 
hat  trick  of  wins  in  a  major  annual 
competition  of  the  Manchester  and  District 
Pharmaceutical  Golfing  Society.  For  the 
last  three  years  they  have  won  the  ICI- 
sponsored  Avion  trophy,  played  on  the 
Royal  Birkdale  links.  The  latest  winner  is 
Bob  Anderson,  the  society's  president, 
who  scored  38  points  with  a  net  score  of  67 
off  a  seven  handicap 


New  boy  Ross 
gets  in  the  swing 

Unichem  pharmacist,  Hugh  Ross,  of 
Warley,  West  Midlands,  recently 
won  the  Birmingham 
Pharmaceutical  Society  Annual 
Golf  Tournament,  sponsored  by 
Unichem. 

Congratulations  were  particularly  in 
order  as  Mr  Ross  has  only  recently  taken 
up  golf,  but  finished  well  ahead  of  the  field 
with  a  Stableford  score  of  39. 

Mr  Ross  (centre  left),  who  runs  his  own 
shop  in  Oldbury  Road,  White  Heath  near 
Warley,  received  the  trophy  from 
Unichem's  retiring  chairman  Norman 
Sampson  (centre  right)  after  the 
tournament. 


Two  partners  in  a  Welsh  pharmacy  are 
sharing  a  £1,000  instant  cash  prize  in 
Unichem's  Classic  winners  promotion.  Mrs 
Judy  Craven,  MPS,  and  Mrs  Hilary  Sutton 
were  presented  with  the  cheque  by  Bill 
Hart,  Unichem's  marketing  director,  at 
M.N.  Williams  chemist  in  Tenby,  Dyfed 


APPOINTMENTS 

Contemporary  Perfumers  Ltd:  Robert 
Calkin  has  joined  as  senior  perfumer.  Mr 
Calkin  spent  14  years  with  Yardley  and 
created  the  fragrance  Sea  Jade.  He  joined 
Robertet  in  the  early  1970s. 

Incorporated  Society  of  British 
Advertisers:  Gavin  Bell,  managing 
director  of  International  Chemical  Co,  has 
been  elected  to  the  organisation's  council. 
Jim  Hollins,  director  of  household 
products  at  Kimberly-Clark,  has  also 
joined. 

Smith  &  Nephew  Ltd:  Robert  K. 
Grantham  has  been  appointed  managing 
director  of  the  healthcare  division  in  Hull. 
Mr  Grantham  joined  the  division  in  1980 
as  technical  manager  and  was 
subsequently  appointed  divisional 
technical  and  production  director. 

Povion  International:  Jim  Lawrence 
becomes  senior  executive  vice-president 
of  USA  operations  in  Nyack-on-Hudson, 
New  York.  Mr  Lawrence  was  previously 
managing  director  of  Unicliff ,  the 
consumer  division  of  Pfizer  in  the  UK,  and 
was  made  senior  vice-president  of 
Bormioli  Rocco  Glass  Co  on  his  return  to 
the  USA  in  1980. 

De  Witt  International:  Leon  Godfrey, 
managing  director  in  the  UK  has  been 
appointed  a  vice-president  of  the  parent 
company  De  Witt  International 
Corporation  of  Greenville,  South 
Carolina,  USA.  Mr  Godfrey  continues  as 
MD  for  De  Witt  UK  but  will  have  special 
responsibilities  to  develop  the 
corporation's  penetration  of  European 
markets.  Mr  Godfrey  joined  the  company 
in  1974  and  became  managing  director  in 
1977. 


DEATHS 

Hurst:  John  U.  Hurst,  formerly  of  Ferro 
Metal  &  Chemical  Corp  Ltd  and  recently 
of  S  and  D  Chemicals  Ltd,  on  July  6, 
aged  65. 

Hodgson:  Geoffrey  Hodgson,  formerly  of 
Stamcross  near  Bamsley,  aged  72.  Mr 
Hodgson  was  chief  pharmacist  at  the 
Bamsley  Beckett  Hospital  for  23  years  and 
had  posts  at  the  Mexborough  Montague 
Hospital  and  Middlesex  Hospital.  He 
moved  to  Scarborough  when  he  retired. 
Mr  Hodgson  leaves  a  widow,  a  son  and 
daughter  and  four  grandchildren. 
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terile  eye  drops 


for  the  relief  of  conjunctivitis 
due  to  hay  fever 
irritating  smoke  or  dust 


FSIZyma 


Detailed  information  will  be  sent  on  request.      Zyma  (UK)  Limited,  Alderley  Edge,  Cheshire  SK9  7XP 


Put  your  memories . . . 

T 

V]  x  V 

in  safe  hands 

with  Regency 

>  Genuine  24  Hour  Service  •        <  ~ 

>  1984  Quality  Award  Winners 

>  Comprehensive  Customer  Service 

>  Regency  Quality  Film  •  Canvas  Bonded  Photos 
(1 10,  126,  35mm  &  Disc)  •  Place  Mats  &  Coasters 

>  Poster  Prints  Available  •  Print  from  Print/Slide 

Laboratories  in  London  and  Leicester 

'lease  send  me  further  information  "^~> 

Name   

Company  

Address  

  Tel:   

Regency  No.  1  in  Photoprocessing 

egency  Film  Services, 476  Hertford  Road,  Enfield,  Middlesex  EN3  SOU  Tel:0l-804 9921 


'A 


SHOP  PLANNING 

THE  PHARMACY  FITTING  EXPERTS 


STYLE,  FLAIR,  IMAGINATION  - 
SHOP  PLANNING  ARE 
THE  IMAGE  MAKERS  FOR  THE  PHARMACIST 

Sophisticated  dispensing  equipment  and 
retail  display  systems 

Send  for  our  free  colour  brochure  now  or 
ask  our  local  consultant  to  pay  you  a  visit. 
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SHOP  PLANNING 
RENTALS  LIMITED 

HOOTON  ROAD 

WILLASTON 

SOUTH  WIRRAL 

CHESHIRE 

Tel  051-327  6281/2 

ISLE  OF  MAN  OFFICE 

Tel  0624  29829 


NAME 


ADDRESS 


TEL 


C&D 


IF  YOU  WANT  TO  SELL 
A  LOT  OF  SPONGES 

WITHOUT  A  WHOLE  LOAD  OF  FLANNEL 


Fact  Today  is  the  new  vaginal  contraceptive  sponge. 

Fact  Today  is  the  first  real  alternative  for  women  since  the  oral 
contraceptive. 

Fact  Today  is  the  most  thoroughly  tested  non-prescription  contraceptive 
ever  introduced. 

Fact  Today's  worldwide  clinical  trial  effectiveness  rate  is  89-91% 

FaCt  Today  features  a  triple  action:  a)  Today  releases  Nonoxynol  9 

continuously  over  a  full  24  hour  period;  b)  Today  blocks  the  entry  of 
sperm  to  the  cervix;  c)  Today  absorbs  sperm. 

Fact  Today  packs  contain  a  comprehensive  fully  illustrated  user  guide. 

Fact  Today  needs  no  professional  fitting  —  one  size  fits  all 


women. 


Fact  Today  is  extremely  convenient  and  is  not  messy,  as  no  jellies  or 
creams  are  needed. 

Fact  Today  allows  spontaneity  through  24  hours  regardless  of  the 

frequency  of  love-making.  It  is  also  extremely  fgpgps 
comfortable.  -^SlilP^ 

FaCt  Today  is  now  available  to  the  Trade  from  all  usual  j^^^W 

wholesalers.  ^  *S 

FaCt  Today  is  being  extensively  talked  about  on  ^'^Sftp 
TV.  and  Radio  and  in  newspapers  and  ' 

,  •  i  ll*  "J*n*!nSS*w 

women  s  magazines  so  the  public  -  S£CK 

demand  is  being  greatly  stimulated. 

♦  ♦  -  Ring  your  wholesaler  now 

For  more  product  information  please  write  to:  V.L.I.  Corporation,  9  Gee's  Court, 
London  WIN  5HQ.    You  won't  get  a  load  of  flannel  —  We  promise. 


